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Collins Farm Mortgages 
Are Sought Eagerly By The 


Largest Insurance Companies— 


ARacA of the insurance companies which buy 

Collins Farm Mortgages would sound like a ‘““Who's 
Who.” Many of the largest have invested from $500.- 
000.00 to $1,000,000.00 with us in recent years, and are 


increasing their purchases steadily. 


The fact that Collins Farm Mortgages have been selected 
by the most discriminating life insurance companies, finan- 


‘Thirty-eight years cial institutions and holders of trust funds, who place safety 
without the loss of a 
cent of principal or 
interest to a single 
investor.”’ 


above all else, is complete evidence of their desirability. 


For the benefit of insurance companies, corporations or 
individuals who want to learn more about us, we have 
printed a booklet containing letters from companies and 
men who own our mortgages. This booklet is free for the 
asking. Write for it. 


One of a series of advertisements 
addressed to the insurance men 
of the United States. 


The F. B. Collins Investment Co. 


Oklahoma City, Oklahoma 

















When BETTER POLICIES Are Written, The NATIONAL RESERVE Will Write Them 


NATIONAL RESERVE 
LIFE INSURANG CO 


GEO. GODFREY MOORE. ?res/oenr 
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HOME OFFICE: TOPEKA, KANSAS 


“‘Our Territory: The Heart of America’”’ 


Kansas Oklahoma Missouri Iowa Nebraska Minnesota 
Arkansas and Texas 


MR. SUCCESSFUL LIFE INSURANCE SALESMAN 


Do you want to secure a Manager’s Contract for yourself in our territory, “THE HEART OF AMERICA?” 


To the Right Man 


We will offer splendid first-year commissions, very liberal renewals and a reasonable amount of money to be deposited 
in banks to aid and assist you in getting started. 


WE WROTE OVER $11,000,000 IN KANSAS IN 1921 


We offer to the insurance buying public most attractive, easiest selling life insurance policies written by any life 
insurance company—both Participating and Non-Participating. 


If you can qualify, write or wire the home office for personal interview. 








If You Won’t Sell NATIONAL RESERVE LIFE Policies Sell for Some Other Good Old Line Company 
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. WS . SY SS MOMAOon 


DAY AGAIN TO HEAD —_ | FEW REFUND 
CHICAGO ASSOCIATION 


| MANY CONTINUE OLD SCALES 


Re-elected President at Annual | 
Meeting Which Paid Trib- 
ute to Him 


Some Companies Already Have An- 
nounced Increases and Others Ex- 


| pect to Follow Suit 














PUSH CONVENTION WORK Apparently comparatively few 
| changes in dividend schedules for 1923 
are in prospect. The Northwestern 

. + onlin ne one ; 

Plans Already Under Way to Make Mutual has alre ady announced that it 

will continue its 1922 scale of dividends 

Chicago Meeting of National Body for another year. The State Mutual 
Greatest In History Life will increase its schedule, while 

the Minnesota Mutual Life has already 

done so. These changes have been 

The re-election of Darby A. Day, | ©OVeTed im previous issues of THE Na- 
; . > He TIONAL UNDERWRITER. Among the com- 

Chicago manager for the Mutual Life panies that anticipate that they will 

of New York and one of the outstanding | continue their present schedule are the 

figures in American life insurance, as Columbus Mutual Life and the Reliance 
president of the Chicago Association of | Life of Pittsburgh. 

or a . . , The Ohio State Life states that t 

Life Underwriters and the promulgation | goes not anticipate any change in its 

———— dividend schedule for next yea 

rhe Baltimore Life expects to con 
tinue its present dividend scale for 192 
The Northern States of Indiana ex 
pects to increase its dividends for next 
year. 
rhe Standard Life of Missouri will 
not change its dividend schedule and 
states that full regular dividends a 
being paid. 
rhe Federal Life inticipates that th 
same scale of dividends will continu 
tor 1923. 
The St. Louis Mutual and the Toledo 
Travelers announce that they expect 
to continue their scale of divid is fo 
next year. 
viewed briefl ] vork of the past yea 
ind then turned to the matter of th 
National Association < ivention, out- 
lining the plans already made and s 
ing that before the work was far un 
ler way, every association me er 1 
erested would ve dd ited into service 
: . sh 
m some com ttex ind that eve one 
would be helping in making this the 
DARBY A. DAY greatest thing Chicago has entertained 
. and in making it the greatest gathering 
Re-elected Chicago President “ee : - = 73 
of life insurance men ever assembled 

f convention plans for the coming Na- Mr. Day said that the Chicago ass 

: .,. | ation is now the largest organization of 
tional Association convention in Chi- business men in the city, the Rotary 
cago next September, featured the an- | Club being second with nearly 200 less 
ual meeting of the Chicago associa- | members, and with this representative 
tion, held in the Morrison hotel Mon- membership and size, the association 

; ; on wer will make the city waken to a realiza- 

lay evening. The 200 association mem-| 4: of the in portance of the business 

ers present were loud in their praises | especially during the coming conven- 

r and expressions of appreciation of | ¢jon. 

e work done during the past year by The renting of the Medinah Temple 

President Day ind it was in fitting with arrangements for 10,000 guests. the 

ibute of his achievement in the build- | reservation of 600 rooms at the Drak« 

ing of the association to its present emi- | hotel, which will be convention head- 

nent position among similar organiza-| quarters, plans for the operation of a 

ons that he was selected as “National | bus system between the downtown ho 

Convention” year president. The short | t Is and the «¢ vention headquarters to 

talks given were all pointed toward the | be in constant use % to be an ad- 

coming convention and it was evident | vertisement of th ation during 
that the entire membership of the Chi- | the entire convention—all the 

cago association is back of Darby A. | itemized by Mr. Day as an indic: 

Day as a unit in working for the great- | the magnitude of the t: sk bei 

est insurance convention ever held in| taken by the Chicago life underwriters. 

any place in the world, an attendance | The greatest convention yet held of life 

of over 10,000 being President Day’s| underwriters gathered not quite 2,000 

goal. men and the coming meeting is ex- 

In his opening remarks Mr. Day re- (CONTINUED ON PAGE 22 
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NATIONAL INSURANCE DATE 
: ; Darwin P. Kingsley to Preside 
Various Bodies Cooperate in Arranging 
Schedule of Events for Celebra- at Sixteenth Annual Meeting 
tion of Thrift Week in New York, Dec. 7-8 
NEW YORK, Oct. 17.—National] PREPARING STATISTICS 
| 11¢ It surance D v will be Fr day, Jar 
19 urt National Thrift Week, Jan 
1 > 109 \ccordit +) n announ = : 
rad et wre Gye reer Survey to Be Made for Gathering—All 
t ide Dy doip cwisonhn, cha 
man of the Nations! Thrift Cansumitte Phases of Business to Be Dis- 
of the Y. M. C. A. Full particulars can at That Time 
e secured fro t local Y. M. C. A 
ecretary as this 1 ve ent S ostet d 
y the Y. M. C. A. in the various « NEW YORK, Oct. 17.—Darwin P. 
unities throughout tl ‘ try Kingsley president ot the New York 
To Plan for the Work Life, will preside t the 16th annual 
\ conference ¢ re entatives o vent of the Association of Life 
} i 6nat mm edt tio l re ura e Pres dents, to be held at the 
ligious 1 cor cial o it s Hotel Astor, New York City, Thursday 
ludit t] Nat | ‘ ‘ ‘ 
\ 1 As ) riday, Dec. 7-8 The underlying 
Underwriters, that have ¢ . f tl vention will be “Wast 
co e conventio ill be ast 
e National 17 t Week { : 
“arg preme : = . Che Chief Obstacl to Complete Busi 
. . wrk. Lif n , ' ‘ Re very Chis will be discussed 
‘ rally t st activ embers o the specific viewpoint of life in 
cal tl t « tlees \Winslo ec, and also from general business 
iN 1] l d \ W ood | veri ntal angles 
‘ ; I sha . ‘ ‘ , Pian Statistical Sarvey 
‘ \ 1 Lie cy T 
\s ‘ t Nationa | i co inies throughoaut the coun 
{ tt try re preparin statistical surveys of 
Schedule of Days ‘ current ictivities which, when 
\ ; : co led and presented at the conven 
. nal , WW ' t will | tre ls of the various de- 
- . t ts of life insurance interpreting 
iv i he c ¢ ‘ or | } 
Wed : . 4 : ‘ t national economic conditions. 
' D : ieee , ‘ | ih survey nclude the amount of 
' , ~ | ‘ 
rn - Tr b bought by the 
, , es : - \ pce le th mecting ot eco 
) Canty ' () \ 
-— ne demat . mothe different sec 
Ho Day Sune | 1 ~~ i j 
: “tom ; tions of the country through the invest 
With Otl 1) M J 22, Pa , 
Ril) 1» : 1) ’ : 1 ) irance funds, the attitude of 
~ = 44 i\ | ( i pol holders with r pect to borrowing 
. : sare” , , , , | on their policies as well as the main 
os i . ’ : sth e of old insurance and the physi 
: on t ; ' na ‘ condition of the \merican people in 
1 creed: Worl 1 | Mak ; Rea ps pag 
eg R -_ . rr "| 1922, reflected in the current mortality 
— ‘ its . oon we © cx ence of thy companies. 
| < Account; Carry Life Insurar - 
() Your Home Mal Will: Invest Invitations Now Out 
~ Sal secu 8; Pa s Pre tly For al invitations to attend the con 
Share With Others tion are now being mailed by the 
— = ssociation In an announcement ac 
, ; , . companying the invitation, Manage 
Pick National Convention Committee 
George T. Wight says 
Edwards A. Woods, Pittsburgh man- “More than any previous year, 1922 
ge the Equitable Life of New York | emphasizes the cordial spirit existing 
and chairman of the program commit- | between the various life companies, dis 
tee for the 1923 annu convention of | closing an increasing measure ol co- 
the National Association of Life Under- | operation in giving the institution its 
writers. has asked Darl A. Da Chi- | proper place in the mind of the country. 
( f tl Mutual Life of | Life insurance is making its practical 
ind president of the Chicago | visible contribution toward the consum 
Association of Life Underwriters, to| mation of general business recovery. 
serve on m committee, to Phat its position 1s recognized outside 
tl wit W. Ganse, man-|of the home offices and policyholders 
ger of tl | e « e agency of the|is demonstrated by the fact that the 
( imbian Natio1 d chairman of | United States Department of Commerce 
the executive committee of the National | recently sought from the companies 
\ssociatior st year These two hav monthly statistics of new business tor 
ted th posts d thus the com publication in government reports 
ttee is ready to take up w k on the What the companies themselves hav 
program for the Chicago convention. | always known 1s now officially recog- 
[his gives the committee a group of | nized, that life insurance contributes 
: , 
three of the greatest figures in the | directly to the stabilization of business, 
agency end of life insurance work, as-| habits of economy and preservation 
| suring an excellent program. | from individual misfortune, These re- 
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ports of new business become the in- 
dex therefore to material and moral 
growth among the people. 


Spirit of Progress 


“The spirit of the year’s progress will 
be reflected in the program of the 16th 
annual convention of the association. 
The cumulative monthly statistics of 
new business show life insurance slowly 
but surely fighting its way to the high 
peak of 1920. Company managers are 
further studying the elimination of 
waste effort in the production of new 
life insurance and in maintaining it on 
the books after it is written. The dis- 
cussion of life insurance topics will aid 
and stimulate other lines of business 
activity and insurance will be benefited 
by discussions from prominent men po- 
tential in their own fields. 

“Twenty years ago the investment 
side of life insurance was relatively of 
less general interest than the volume 
of business written. . Today these in- 
vestments not only indicate the stability 
of life insurance, but in addition are 
vitalizing factors in the nation’s material 
development furnishing an ever present 
topic of intelligent interest, in measuring 
the country’s effort not only to return 
to normal conditions, but to surpass 
them. In agricultural development, in 
meeting housing needs, in helping to 
maintain and expand railroad systems, 
in contributing to the support of the 
federal government through large bond- 
holdings and in other fields of service, 
life insurance is a commanding, com- 
ponent part of American progress. The 
trend of this year in these investments 
will be discussed at the convention. 


Take Up All Lines 


“Other national lines of activity, com- 
ing in contact with different phases ot 
life insurance, which will be represented 
on this year’s program, include the rail- 
roads, the universities and the institu- 
tion of banking. Officials of state and 
federal governments also have been in 
vited to participate.” 

The executive committee which is 
iding out the invitations is composed 


senall 


of the following executives: Louis F. 
Butler, Travelers; George I. Cochran, 
Pacific Mutual Life; W. A. Day, 
Equitable of New York; Edward D. 
Duffield, Prudential; Haley Fiske, 
Metropolitan; Alfred D. Foster, New 
England Mutual; Frederick lreyling- 
huvysen, Mutual Benefit; Fred A. How- 


land. National Life of Vermont; Dar- 
win P. Kingsley, New York, and 
Charles A. Peabody, Mutual Life of 
New York. 


Metropolitan to Aid Police Fund 


\ new plan which, accepted, will 
place the Police Beneticial Association 
of Philadelphia on a firm financial basis, 

| week by T. A. 


was imntré duced last 
Lynn, manager of the Metropolitan 
association. 


i.ife, at a meeting of! the 
In event of acce the Metropoli 
tan promises to pay off the fund’s $66,- 
000 deficit as soon as possible without 
increasing the present premium of $3.50 
The plan would en- 


ptance, 


a month per man. 
roll every active 
force in the Beneficial Association, in- 
cluding the 900 who are not now mem- 
bers, thus clearing up the deficit, it is 
contended Each member would re- 
ceive an individual policy of $2,000, pay- 
able upon death or permanent disabil- 
tv. In addition, the Metropolitan would 

ve special hospital in event of 


service 


Raises Medical Standards 


The Philadelphia Life has recently 
taised its standard in the physical ex- 
amination of applicants for insurance 
cone new ruling being that blood pressure 


‘ 





cases regardless oO 


Specimen of 


required in all 
age or size of 
urine is now required to be sent to the 
home office in cases of $10,000 or over 
or where the applicant has attained the 
age of 55 years. 


policy. 


member of the police | 
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RESERVE FUND NEEDED 





OFFERED BY LIFE INSURANCE 





Speaker on “Life Insurance and Credit” 
Says Americans Too Often Disre- 
gard “Safety First” Idea 





EAU CLAIRE, WIS., Oct. 17.— 
Speaking on the subject of “Life Insur- 
ance and Credit,” Alvin Bintzel of the 
Chippewa Valley district agency, North- 
western Mutual Life, addressed the 
members of the Chippewa Valley Life 
Underwriters Association at its monthly 
luncheon meeting. The address _fol- 
lowed the dinner at which each life in- 
surance man had as a guest someone 
prominently connected with a local 
bank. 

“The American public hears and sees 
the slogan ‘Safety First’ continually. 
It has been inoculated with the idea, 
but the idea has not yet taken hold,” 
said Mr. Bintzel. “It is not naturally in 
the American strain.” 

Foreigners “Play Safe” 


He added that during the recent de- 
pression the largest milk distributing 
agencies in Milwaukee and Chicago saw 
their accounts in the residential districts 
climb while the foreigners paid cash. 
Merchants find foreigners run accounts 
during good times, and curtail and pay 
cash during hard times. It is a paradox 
that savings accounts grow during hard 
times, because of the foreigner who has 
the “Safety First” strain in his blood. 
He prefers low rate of interest, or no 
interest at all, if he can be assured his 
dollar is worth 100 cents when he needs 
it. He is the biggest factor in the gov- 
ernment postal savings system. After 
all, the speaker said, this does not make 
a progressive, developed, financially 
powerful country. He spoke of millions 
upon millions made in profits during the 
war. 

Disregard of Credit 

“How many men locked to laying 
aside even a few hundred thousand that 
for all time would be worth 100 cents 


on the dollar?” the speaker asked 
“There was the lure ot high returns, 
and then the bubble bursting, credit 


stretched to breaking point. This was 
the other extreme, and it does not make 
for a developed, financially powerful 
country.” 

Mr. Bintzel took up the question of 
the disregard of credit, its need and 
abuse and discussed the phase of 
strengthening and stabilizing of credits 
through life insurance—urging sugges- 
tion by bankers and others of advising 
every business man to carry a “correct 
amount.” 


Prosperity Never Uninterrupted 


“We are on the threshhold of better 
times,” said Mr. Bintzel, “but they will 
not be uninterrupted for next 15 years 
or more; always. set-backs, strained 
credit: again danger of lure of high re- 
turn. In emergency the personal estate 
is cash—the reserve fund, through in- 
surance, is the margin of safety. Insur- 
ance bills are bills payable the same as 
rent or light bills. A safety-first fund, 
removed from current affairs, to 
strengthen credit. Many a near bank- 
rupt has regretted some of the war prof- 
its did not go into some kind of insur- 
Deaths of men like Harriman 
Flower have caused shrink- 
so in proportion to loss 


ance, 
Gould and 
age in values; 


| by death of men of value to all enter- 





prises, with shock and risk tremendous 
in small concerns—hence the insurance 
credit needed.” 

Statistics were given showing the 
place life insurance holds with commer- 
cial agencies, the Federal Reserve banks 
ind so on. It was held that strengthen- 
ing individual enterprise strengthens 
the entire business fabric, and life insur- 
ance has the whole-hearted support of 
the banking community. 





TO MEET IN ST. LOUIS 
IMPORTANT SUBJECTS ARE UP 


American Institute of Actuaries Ar- 
ranges for Its Autumn Confer- 
ence—Topics to Be Discussed 


The American Institute of Actuaries 
will hold its autumn meeting at the new 
Chase Hotel in St. Louis, Nov. 2-3. 
Lawrence M. Cathles, vice-president of 
the Southland Life, is president of the 
institute. J. G. Parker is chairman of 
the program committee. There will be 
no formally prepared papers, but there 
will be a number of subjects of current 
interest offered for discussion. Owing 
to the importance of the subjects to be 
discussed, it is expected that a number 
of company officials will be present. 
George Graham, vice-president of the 
Central States Life of St. Louis, is in 
charge of the local arrangements. The 
subjects for discussion are as follows: 
Agency problems, reinsurance, disabil- 
ity and double indemnity benefits, con- 
servation of business, reinstatement of 
lapsed policies and sub-standard insur- 
ance. 

The American Institute has taken 
high rank in the quality of the papers 
and discussions it has contributed to the 
general welfare of the business. 

The specific topics to be taken up are: 
1. Conservation of Business 

(a) The consideration of the discon- 
tinuance of an old policy, the assured to 
take out a new contract limiting the num- 
ber of premiums to the premium paying 
period of the old contract, or limiting the 
amount of the policy to the face value of 
the contract less any loan standing 
against it. 

(b) Should any modification be made in 
the usual rules for changing policies from 
higher to lower premium plans, or in the 
reduction of policies, particularly before 
such policies have acquired cash value? 

(c) The problem of the “Twister” and 
“Insurance Adviser.” The best methods 
of handling their statements. 

(d) Evidence of insurability required 
for change of plan. 

(e) Adjustment of commissions in case 
of change. 

> . 7 
2. Reinstatement of Lapsed Policies 

(a) The desirability of more liberal re- 
instatement privileges. 

(b) The practice of companies as to 
evidence of insurability required for re- 
instatement, taking into consideration 
personal and family history, occupation 
and habitat. 

(c) Should the reinstated policy be re- 
issued at an advanced age and dated for- 
ward from the original date of issue so 
as to eliminate, of possible, the period 
during which the policy was not in force. 

> > 


3 Agency Problems 

(a) Is it desirable that the education 
of the agency force be handled by the 
home office or by the use of outside in- 
stitutions? 

(b) Commissions 
agency contract. 

The proper grading according to plan, 

The limitation of commission at ad- 
vanced ages, 

The limitation of commission on large 
risks which are reinsured. 

(c) The payment of commission where 
premium is paid by policy loan or auto- 
matic non-forfeiture loan. 

(d) The assistance which an actuarial 


department can render to the field force. 
. > 


payable under an 


4. Disability and Double Indemnity 
Benefits 

(a) The practice of companies with re- 
spect to adding disability and double in- 
demnity benefits to existing policies. 

(b) What is the proper limit of 
monthly life income per $1,000 of insur- 
ance for the permanent and total disa- 
bility benefit? 

(c) Advisability of limiting the amount 
of disability benefits granted at the 
younger ages at entry. 

(d) The insertion of a clause providing 
for increased benefits five or six years 
after the claim has been incurred. 

(e) The insertion of a clause providing 
for the charging of premiums as a loan 
should disability occur after age 60. 

(f) Is Hunter’s table a sound basis 





for disability premiums when the disa- 
bility clause states that three months’ 
total disability shall be accepted as evi- 
dence of permanent disability? 

om s . 


5. Substandard Insurance 

(a) Basis of premium rates for sub- 
standard insurance. 

(b) Has th» ratio of actual to expected 
mortality where the rating was based on 
accepted statistics been found to differ 
materially from the ratio on substandard 
classes where there were no statistics for 
determining the rating? 

(c) Disability benefits on substandard 
lines. 

. . . 
6 Reinsurance 

(a) Advantages and disadvantages of 
reciprocal reinsurances arranged between 
a group of companies. 

(b) What points must be considered 
when determining the limit of risk a 
company can retain on one life? 

(c) What justification ,is there for 
having a larger limit under a policy with 
double indemnity than under a policy 
without double indemnity? 

(d) How is the limit of companies 
affected in event of the policy containing 
a disability clause providing for payment 
of a monthly income and waiver of pre- 
mium? 





METROPOLITAN MAN HONORED 


Gabriel Dunkelman of Oak Park, IIL, 
and His Staff Given Banquet by 
President Fiske 


A signal honor was given last week 
to Gabriel Dunkelman, manager for 
the Metropolitan Life in Oak Park, IIL, 
by Haley Fiske, president of the Met- 
ropolitan, and several others of the offi- 
cial staff of the company. President 
Fiske and the official party were on a 
tour of the country and on the return 
trip from the Pacific Coast stopped in 
Chicago to give Mr. Dunkleman and 
his Oak Park staff a banquet in honor 
of their having attained first rank of 
all Metropolitan agencies in the coun- 
try in ordinary business written per 
man. 

Some 250 Metropolitan men and 
guests gathered at the Congress Hotel 
in Chicago last Thursday evening to 
pay tribute to this Oak Park manager, 
who has not only achieved a new record 
for the company, but has done this 
within one year of the time he took 
office as manager. Mr. Dunkleman en- 
tered the western suburban office at 
the opening of 1921, having been a so- 
licitor for six years in the South Chi- 
cago district. In one year he built a 
distinct production record, so that the 
1921 total of ordinary business written 
showed that the amount written per 
man was higher than in any other office 
of the company. Mr. Dunkleman put 
Oak Park on the insurance map 
through his efforts for the Metropoli- 
tan. It was in honor of this achieve- 
ment that the banquet was given and it 
was a special honor that President 
Fiske himself could be present. 

Among the others present at the ban- 
quet were: Frank O. Ayres, vice-presi- 
dent; Robert Lynn Cox, vice-president: 
Lee K. Frankel, vice-president; James 
A. Smithies, superintendent of agencies: 
John B. Groendyke, supervisor and 17 
managers of Chicago districts. Mr. 
Dunkelman and his entire staff were the 
guests of honor. 


Reliance Entertains Field Force 


The Reliance Life entertained th« 
agents of the western Pennsylvania and 
West Virginia departments at Union- 
town last week. The meeting was at- 
tended by H. G. Scott, vice president: 
E. G. McCormick, general manager; W 
L. Wilhoite, superintendent of agencies: 
Dr. O. M. Eakin, medical director: L. 
P. Gregory and J. N. Jamison, assist- 
ant secretaries; W. J. Snodgrass, assist- 
ant treasurer; J. H. Layton, agency 
auditor; C. A. Richardson, auditor, and 
E. C. Hagan, all from the home office, 
in addition to Supervisors H. H. Hut- 
ton of the West Virginia department 
and S. T. Whatley of the western Penn- 
sylvania department. 
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ACID TEST APPLIED OLD LINE LIFE RALLY| FIGURES ON MORTALITY | PART-TIMER FAVORED 
TO THE SALES FORCE <a | —— BY KANSAS COMPANIES 


AGENTS IN ANNUAL ‘einen sania RATE INCREASE SHOWN 





General Agent Thinks Managers Platt Whitman, J. S. Knox, John L. | Statisticai Bulletin of Metropolitan Life 


Are Too Tolerant With Rate Shuff and President Fry Were Shows Higher Mortality Except Also Uphold Value in 


General Agents of Eastern Offices 


Book Men Among Speakers for Younger Ages Rural Districts 
MILWAUKEE, WIS., Oct. 17.—The NEW YORK, Oct. 18.—In the sta > > > ~ 
WOULD CLAMP DOWN LID person who serves his fellow man unsel-| tistical bulletin of the Metropolitan Life SOME TAKE OTHER SIDE 
fishly and with no thought of profit ulti-| just issued, mortality conditions during 


mately will receive material reward for|the current year as shown by the re« 


Says That Loafers and the Indifferent | his service, said Rupert F. Fry, presi-|ords of the industrial department ar | George Godfrey for Full-Time Men Ex- 


























1 he Ol in i f Mil u ted upon Ir} ’  onte San ae 
Should Be Made to Work or dent ) the ld Line Life, of Mi we ted ul the death rate tor clusively—Arguments Offered 
kee, addressing the annual agents’ rally ust (8.2 pe 1.000) s slichtly 
Get Out of the company, with more than 200]Jower than for August of 1921. but For and Against 
field workers of the company in attend-| <G6mewhat higher than the July mortal- | 
ance. ity For the first six months of this | 
A general agent remarked the other ; Insurance ae should al proach year the mortality was higher than for POPEKA, KAN., Oct. 17 Kansa 
day that he was putting his agency their prospect with the idea of Denenting | th, riod of 1921. For ages fe insurance men look with considet 
, ; ~ | him rather than making money on him,” | 4,, a sate declined wat , : 
oh y eo fag secle: y “ess . > . ? I t i acc ned 1 tice favo pon the art. finy vanent 
through a regular housecleaning process. | caiq Mr. Fry. “Many salesmen fail due |“; ty a ten one ; ro i 4 part-time age 
. ¢ ? ab ages ~~, C ra in : f ») | ’ 
He said that his experience had showed | to their selfish attitude in life hey : ° : ; } ‘Jnly one of t Nansas life « panies 
, : ‘ hint pee : asi ign creased approximately 5 percent; fot a ; 
him that it was inadvisable to keep un- | (Nk oO! a a rather than SiV- | aces 35-44. 43 percent: ages 45-64, 12 consulted in Topeka indicated the least 
- ing service. ihis is putting the art} ‘ : ’ E —— . , —— 
der contract agents who were loafing eS. Pe I B : percent, and for ages 65 and ove 1 | OPI to part-t gent, Even 
‘ : before the horse. = . ‘ 
on the job and were not producing : percent. Organic diseases of the hea Se iwents for some of the bi 
. Whitman Urges Cooperation were tl hiet uses of the hig] j 
enough business to wad a gun. He de- - “elle cag: —rangelcenttge ss *hetthprins pe. see Or- | ite ¢ ! we extreme ivorabk 
clared that such agents are a drag on Platt Whitman, insurance commis-| tality in the more advanced ages. to the part-tir rent as a producer of 
« re : € rs € . 1 ee } ‘ A P i «fh t Ad « roaud Oo 
} . har" sioner ot Wisconsin, welcomed the Automopbi ccidents co! 1K ‘ 
. arke “ * > . , , , , , a ( eine SO oO 
the market and are of distinct injury agents at the opening of the convention] grow worse according to the statistica | ‘ 
to the agency through their example on Friday morning, advocating cooperation | bulletin Phe statistical bulletin says ‘ l \ een s red b 
the new men in the office. Some agents, | between the insurance agent and the in-| “Despite the publicity given this sub ny other 1 ns 
ne said, had contracted the habit of | surance department of the stat Phe | ject, and the regulatory efforts of policy itis part true of the rural dis 
loafing, of just writing enough business | dishonest agent was scored as a pirate|and safety officials, the death rate con- | tricts and small towns that the part 
to keep alive and were trying to do] W ho preys upon the confidence of the/tinues to rise. Automobile accidents | tim gent ts the business In the 
some work of a different nature on the | public by Commissioner Whitman, have displaced in interest the number | larger cities of the state the part-time 
side. This general agent claims that The Wisconsin insurance copes of infectious diseases. For the first | 48ent trequently is not the best sort of 
he has had evidences of a disintegrating | Ment !s making every effort to keep the eight months of 1922 the autor ; gent but he produces some business 
effect that such men have on _ the | surance selling game clean,” said Mr.| geath rate was 114 per 100,000 indus | that it would be hard for any full-time 
younger salesmen. W hitman Years ago the man who trial policy-holders, an increase of 8.6 i man to land la the eountew distsicts 
: - could belittle his competitor's company percent over the rate for the same pet tl nkers are the st of 1 nart-tit 
Wants Bintwem Pines or twist its policies was looked upon] jog of 1994 | agent All the J Pnssich sir tebligsr si 
This general agent advises offices to | with favor, but the business 1s now on . banker wherever possibk School 
° ° .s ° . ¢ naa . . “7-ONer iol ‘ ‘ po ric, “choo! 
establish a minimum in the way of re-|a_ basis of gentlemanly co-operation I , mad eS ; 
quirements and then insists on these | which is bringing better results. Keene & Hoagland Convention ; ' . 

: , ‘ Ca tality 
being met or the contract be auto- Knox on Salesmanship Members of the $100,000 Aetna ( | , ; alenae 
matically cancelled. He declares that ihe: tn bility to per the Keene & Hoagland agency at | ' , . reauently th 
general agencies and companies should adi _ ony * po conger ; »..| Peoria, Ill, held a two-day convention | , th ei 7 
be more independent and not offer so cont ape oy _ * “g mean | or a ant wosk which was one of the farmecet an ; RES OU il moun 

. Sal 7 OX, ) side oO - ~- - 10 ‘ . \ < ' pects 
many inducements to get men. He said Kne . < ~ 1 Salesman Me . and Bus- |!" history of the agency Ben Block, | whiet fuller n wit] a i 
that he finds agency managers going out | "0X ~Choo! of oalesmanenip presi $ the Peoria Life Underwrit ¢ man with experienced 

: ’ ‘th . |iness Efficiency, Cleveland. The fact : - smat p is able to d In many 
and begging men to come into the busi- : - fer ociatior congratulated — th : 
1 begging men t ne into the bu thet an iedividual went wnething tulated§ tl 
: . z a 1 ‘ < s s¢ lng is . a ‘ i T ‘ \\ ; 
ness. Conditions are allowed that would : me of the club and there were re : 
{ 


not an indication that he needs it. Con CUnDeTS ep ' rot could not eve pproach these pros 

f t rs wshaw resident ot 
trawise, the fact that an individual needs iw, pre : tuba 
something is not an indication that he 


not be permitted in other lines of busi- 
ness. No fixed program is made and 


the $100,000 Club; Frederick F. Blos 
agents are allowed to drift as they like. | 


som, president of the Central National 

















: 7 wants it. He must first be persuaded to 
He said, for example, that in his - i Banl Zev. John Haves Creighton. Se ‘ who urg 
: . want what he needs. : . Say I snc 
housecleaning process he was demand- “ cece seg . . yjond Presbyterian church; F. B, Mason ) ‘ siness ‘ ‘ t 
[hus a sale is made in the mind, an ; . 
ing that every agent that remain on the not in the order book or the pocket-| 3! d D. S. Alverson, Chicago: Vice-pres ‘ the Ss « 
7 ‘ oO Se N ‘ = “ te - ai ee 
payroll make at least two serious calls ee You cannot reach the pocket dent Frank Bushnell and | Slit yn | c ‘ i 
. . . OOK, < « 
a day in which an interview is obtained book except through the mind here | ! the Aetna Life | e office ). s, pre 
for a life insurance canvass. This makes are two great fundamental ideals that Officers of the club for the e1 g | \ | { ‘ 
« e « : « bhel « bat . © p ‘ 
12 calls a week. Out of those 12 calls , ose — yc +/vear are: President, Fred D. Crawshaw; | P@ ‘ s ‘ 
: : influence human life, selt-interest and ‘ ‘ v R . ab ea neers A ae apagencses: 
he requires that six be made on new iS = ne ideal he | Vice-president, M. W. Brown; secretary, | 0! 1 ( a 
, ; } service. Selfishness is the ideal of the - ; . 
prospects. He is requiring that the men | © ivage. while service is the ideal that L. T. Wilcox ec 
get to work not later than 8:45 a. m. sande civilization possible,” Mr. Knox - t ble feature the pa a 
He is setting five cases every three wy wy t this company | not experienced 
(on : said ’ | : i them ¢ — wiewe Rhone rc ap 
months as the minimum to be written Other speakers at the afternoon ses- Seek a Law to Check Twisters | them to any « | ' tine n 
and paid for. sion on Friday were: Arnold A. Naulin Cleveland life men state that efforts | sates, ‘1 a es — = 
: ‘ } n vil] n ] to T the mass ot ‘ s va ) 
Wants All Debts Paid personal sales expert, who spoke on] will Ix AUC 10 SCS . % ——— = rannm fs hic od = ; f ¢) 
H " ff t “Pre-Approach and Assist Pieces,” the] law at the next session of the Ohio leg- | : 
, Cc 1 I é i > . % | } | , 7 uf 
e expects his men to carn ufficien discussion following being led by Presi-|islature which wi protect life nsur- |e” + eae f ol Food O20 
money to keep their debts paid, to ient Rupert F. Fry A discussion onjance policy holders from the wiles of ces Most ¢ e su , ‘ 
at . ees : : ; oon tilen der \ r) ! al \ TS. ve — : ~~ a . ov 
maintain themselves and their families “Relationship of the Home Office to the | the abstracter and the twister One of |" s and 
respectably. He is requiring reports Field Force” was led by John E. Reilly.| its requirements will be the licensing of ' ame exp ( 
from his men so that he will know ecretary and treasurer of the company ll men who have to do with insurances Ba 
that they are actually at work. He i'n to this time men who Dretended t es : 
finds that a more independent attitude Entertainment Features act as advisers to policyholders and 4 G x Godt ' ( 
is much to be desired. An agent feels A special entertainment was held dur-] pot actually write insurance could g or Reset 00 e1 
: - . : tire mMposit \ A eve ' 
perhaps that his services are wanted sO] ing the afternoon for visiting ladies n with their work without any super rel) ppecse ' Um 
much that the general agent will put up| who were given an automobile ride] yjsion whatever from the insurance d ness ougt Ob ind 
with anything. This general agent 1s | apout the city. A banquet was held in] partment, but if required to secur 
requiring his men give their full time | ine evening with President Fry at toast-|censes, the department will be able t s a pr al 
7 4 . eee. ° . : n wioht ¢ tra da ' ‘ dl 
to the solicitation of life insurance. He master. A theater party followed.]ascertain just what they propose to d en ougt Pre . n ; 
does not want to have any half way | jonny L. Shuff of Cincinnati, past presi-]}and how they expect to operat F - 2 
program or does not want men who are | Gent of the National Association of Life] thermore, they w« uld be subjected t lacie: anctaaa Gilad 
engaged in outside pursuits. This gen- Underwriters, was the principal speaker|the same supervision that agents ar 
eral agent declares that the trouble with - the & anquet ind it would be less difficult to learn G Gt of t | Savin 
; ae SEES —— Re ! +1 : : = oe 
many agents is that they get into the Open discussion on technicalities of] their practices Life, has long expe the 
, 7 ; ‘ . tee ™ , ‘ . an tis ne of ' nd ‘ , 
habit of sloth and indifference and get i deen tems comiaetel Ger fale part as Kansa very 
- . 5 OliC oO is as oO huct l ry nt . a ‘ , ,? , or : 
away from the work habit. He is trying f Bailly £. C. Cortriaht, actuary and h “for hit I s the yw 
’ . Rei q = a Oo mht, act and Int f r ' ” id 
to get his men to follow a systematic . : ” ea :F. I. Tharinget we eect a k ‘ siness he s 
daily program, having them feel that | #55!5'4 -~— “e : Gt «of the | COMPOS 1 of agents with excey Our experience. } e cities an 
et . ¢ assisté “ret : nanager of! 1¢ 7 . —™ 4 de mcic ‘ Gat , 4 eciecn , 
definite duties are ahead of them that | @5sistant sec : a ' h ' . “a records, met with Pri ‘ident Fry tur- | the country, is that he t-timne ' 
must be disposed of. accident anc — ee ‘PI day afternoon. John L. Fox, F« ld prot ' of 
seeiieidiniidimiiana | peared on the program Saturday morn-|] ac was elected president of the club surance It mav not be veri ich 
The Boston Mutual Life has been li- | ing. President Fry de clared that the} Louis Treutel, Wausau, vice-pres dent: i each ineatas ah ne lwave good 
censed in Maine. It is = — Sa =e | rally was one of the most successful in] G J. Hansen, Milwaukee, second vice business and mounts up quite rapidly 
company has gone outside of Massachu- as : Fert , ae m oat ata silos : - , en lies Ar Fem, ; 
setts, where it was incorporated 31 years the history of the company — resident; L. C. Cortris . We } ad exc ! s action 
ago. Members of the Star Leaders’ Club. | secretary-treasurer | dealing with the part-time agent and the 
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business he brings in always stays on 
the books.” 

“Give me plenty of part-time agents 
in the cities and the country and we will 
write a tremendous volume of business,” 
said IT, H. Ewing, general agent for the 
Preferred Life. “Most of our part- 
time agents are bankers. They get us 
a large amount of business every year 
and they are frequently able to start a 
young man into an agency,” 

In the cities it appears that “high 
pressure” men are needed to get the 
business while just the opposite is fre 
quently the condition in the rural dis- 
tricts, 

“Half of our business comes from 
part-time men,” said G. A. Sawyer, 
general agent for the Security Mutual 
of Nebraska, “It is as fine a business 
as we can get. We never have any 
trouble with it. 
written by men who scek to sell insur- 
ance to their friends more on a friendly 
basis than for the commission they will 
get out of it. <A part-time man can 
sell insurance where a professional man 
using ‘high-pressure’ methods would be 
turned down because of the feeling that 
he was selling something and was not 


out to do the prospect a service. The 
part-time agent who will take time to 


study insurance is extremely valuable to 
any life company and we could not do 
without him.” 

Paul Kantz, general agent for the 
Equitable of New York, finds nothing 
wrong with the part-time agent in it 
self. “The part-time agent may not 
produce a great volume of business,” he 
said, “but he does produce a good line 
and he furnishes prospects that make 
the best risks any company can get 
There is nothing inherently wrong with 
the part-time man except that 
times he does not know enough about 
insurance to sell it properly. In the 
cities the man who makes life insurance 
a profession is the most valuable but 
in the rural districts the part-time man 
who sells services along with the insur 
valuable asset to any life 


some 


ance is a 
agency.” 


Nearly all of it is | 


insurance men of the 
evidenced by inquiries sent out by THE 
NATIONAL UNDERWRITER. A Chicago 
general agent furnished what he thought 
were the 12 leading life insurance men, 
including both home office people and 
those in the field. 

One of the general agents in St. Paul 
suggests the following as his choice: 
Edward A. Woods, manager Equitable 
of New York at Pittsburgh; John L. 
Shuff, home office general agent Union 
Central at Cincinnati; John Newton Rus- 


i sell, home office manager Pacific Mu- 
|tual at Los Angeles; Darby A. Day, 
| manager Mutual Life at Chicago; 
Charles Jerome FEdwards, manager 
| Equitable of New York at Brooklyn; 
| Henry J. Powell, manager Equitable of 
| 
| 


New York at Louisville; J. K. Voshell, 
superintendent Metropolitan Life of 
Baltimore; Henry B. Rosen, agent New 


Mutual; W. A. Day, president Equitable 
of New York; Dr. C. E. Allbright of 
Milwaukee, agent Northwestern Mu- 
Mutual; Frederick Frelinghuysen, presi- 
dent Mutual Benefit: Darwin P. Kings- 
ley, president New York Life, and Asa 
|S. Wing, president Provident Life & 
| Trust. 

Another general agent in St. Paul con- 
fines his choice of men to the field,, 
naming Henry B. Rosen of the New 
York Life in New York City; Dr. C. E. 
Allbright of the Northwestern Mutual 
| of Milwaukee; I. Kaufman of the North- 
|} western Mutual at Minneapolis; C. H. 
Anderson of the Penn Mutual and the 
| Mutual Life at Chicago; A. O. Eliason, 
| manager of the home office general 





|agency of the Minnesota Mutual at St. 


York Life in New York City; Haley | 
| Fiske, president Metropolitan Life; 
George I. Cochran, president Pacific 


NATIONAL UNDERWRITER 


TWELVE LEADING LIFE MEN 





| 
| 
| at Rochester, N. Y.; F. J. Rumsey, gen- 


| Moin s; J. 
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H. King, general agent of 


HERE is considerable interest in, Paul; V. L. 
the selection of the 12 leading life | the Connecticut Mutual in Minneapolis; 


country, as | 


Willard W. Mack, general agent of the 
Northwestern Mutual at Cincinnati; E 
|S. Albritton, general agent of the Min- 
nesota Mutual at Dallas: M. R. Miller, 
| general agent of the Penn Mutual Life 





eral Penn Mutual Life at Des 

B. Duryea, general agent of 

the Penn Mutual Life at San Francisco. 
* * * 

\n official of a Philadelphia life com- 

pany, commenting on the two lists of 

the “twelve 


in the 


agent 


insurance men 


printed in last } 


ore: 


country,” week’s 


ssue of The National Underwrite g, 
said they looked more like “the twelve 
greatest life insurance men in New 


York” and sugvested that Philadelphia 
has at least three candidates worthy of 
consideration for the all-American 
dozen. His list includes: Haley Fiske, 
president Metropolitan Life ; 


Kingsley, president New York Life; 
Winslow Russell, vice-president Phoe- | 
nix Mutual Life: Charles Jerome Ed- 


wards, manager Equitable at Brooklyn. 
former president National Association 
of Life Underwriters; “Jack” Shuff. 
Union Central, former president Na- 
tional Association: Walter Le Mar Tal- 
hot, president Fidelity Mutual Life: 
Darby A. Day, manager Mutual Life, | 
Chicago: H. W. Gennerich, New York } 
agent Guardian Life; F. H. Garrigues, 
mathematician Penn Mutual Life; Har- 
old Peirce, Philadelphia agent New 
York Life; Harry B. Rosen, New York 
city agent New York Life; F. W. 
Heron, manager San Francisco agency 
Fidelity Mutual. 

In regard to the Philadelphia names, 
the compiler of this list said Mr. Talbot 
had a record unique among life insur- 


; Darwin P. | 


ance company presidents, in that he 
tered the company’s employment as an 
boy at the age of eleven and 


having had personal 
‘ 


office 
rked his way up, 


experience in al] department and 





way obtaining an unusual gr 

whole business, Mr. Garrigues 
clared to be “the best actuary in 
ica” and Mr. Peirce “the biggest writer 
in Philadelphia.” The compiler of the 
list that f his names 
Ne W Yorke rs or else con- 
New York companies, but 
not arranged in order of 


admitted most of 


were either 
nected with 
said they were 
their greatness. 

Regarding Mr. Gennerich, the 
said he writes more than 400 
vear, totaling about $1,500,000. 
practice is to go into an office, write th 
go right down the 


with “a string o 


official 
cases a 


His 


executives al 
line, coming 
scalps,” whereas a 
would feel a sense of triumph if he had 
on Mr. inciden- 


commissions so wisely 





lesser underwriter 


gotten Genner! h, 
tally, invests his 
that he is one of the biggest real estate 
owners in New York in addition to 


being a successful underwriter. 


Annuity Payments and 
the Income Tax 


UESTION—A man buys an an- 
nuity from a life company. When 
the payments start coming to him or to 
the person for whom the annuity is pur- 
chased, are such considered life insur- 
ance from an income tax standpoint or 


do annuity payments have to be con- 
sidered as income on which tax must 
be paid? 

Answer—Annuity payments are ex- 
empt from taxation until the amount 
of the investment without interest 1s 


reached. After that if payments con- 
tinue they must be considered as income 
under the income tax law. 
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CLOSING GROUP CASE 





CANNOT BE RUSHED THROUGH 
Average Time Is Close to 60 Days, Due 


| 
to Nature of Coverage—Wide Field 





for Solicitation. | 
| 


HARTFORD, CONN., Oct. 17.—It | 
takes about two months to close the av- 
erage group life insurance case. Some 
take years to close. Some can be closed 
with a 45-minute solicitation. The lat- 
ter record was mace with a mercantile 
establishment a little over a year ago. 
Ordinarily the application is not signed 
and the initial deposit check collected in 
much less than 60 days after the plan 
is Originally proposed in a serious way. 

Some successful producers go at 
every case, except the very largest 
prospects, as if they expected to close 
them with one interview. They suc- 
ceed enough times to make this plan the 
best for them. They do not believe that 
thev injure their cause in any way by 
going at it hammer and tongs. It is 
only by some such forceful methods as 
this that a good many people can be 
brought to a thoughtful consideration of 
group insurance. Other agents work 
along the plan of dropping a thought to- 
day, another one a little later and then 
arranging for an _ interview. Their 
methods are successful with another 
type of prospect. 

Delays Are Inevitable 

Because of the passage of time be- 
tween the original presentation and the 
actual closing of a group case, an in- 
vestigator in a home office would have 
said that group business was not good 
in September or early October it he 
looked only into the department where 
policies and _ certificates are issued 
He would have said, however, that it 
was very rushing if he had looked into 
those departments where inquiries from 
agents were being answered. 

Executives of a good many corpora 
tions consider it advisable to lay the 
matter of group insurance before the 
board of directors or before a commit- 
tee of executives of the corporation be- 


fore adopting it. They do not buy 
group insurance as they do compensa- 
tion or fire insurance. They feel that 


the adoption of group insurance is a 
change in policy for the corporation. 
Just why this should be so is one of 
those things that cannot always be ex- 
plained. Many executives would adopt 
measures that cost a great deal more 
than group insurance without consulta- 
tion. Possibly their hesitancy is the re- 
sult of that timidity which the average 
man always feels when dealing with 
the subject of insurance. 

Many Prospects Never Solicited 

It is surprising how many prospects 


LIFE INSURANCE 


EDITION 











have never given the subject of group | 
insurance serious thought or given an 
insurance man an opportunity to pre- 
sent it. In view of the fact that group 
can be sold only to firms or corpora- 
tions employing 50 or more people, one 
would imagine that practically every 
employer eligible would have been so- 
licited several times during the ten 
vears that group insurance has been 
written. A good many of the men in 
various concerns who have been solic- 
ited in the past have retired or gone to 
positions where they are no longer in- 
terested in employment problems. In 
fact the deflation retired and switched 
many, many people New men who 
were minor executives, men the insur- 
ance solicitors ignored in the past, are 
now the men to solicit. 

There are likewise many concerns 
that were not previously eligible that 
are now prospects—not as many as if 
the past two years had been years of 
expansion but quite a number just the 
same. Among the lines of business | 
where there have been increases in me 

| 
| 





employe roll sufficient to put many con- 
cerns in the group eligibility list, the 
agent works profitably. 





Excellent 
Agency 
Opportunities 
Open NOW 


in 


Arizona 
California 
Colorado 
Illinois 
Indiana 
lowa 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
South Dakota 
Texa S 
Utah 
Washington 
W est Virginia 
Wisconsin 








THE STEADY PULL 


The team of horses with the 
steady pull draws the largest 


load. 


Persistent effort is also most 
effective in business. 


Agents of The Lincoln Na- 
tional Life Insurance Company 
know that they are getting the 
steady pull of the Home Office 
every working day in the year. 
They are backed by a persist- 
ency of effort that helps them 
move a large volume of business. 


Because of the splendid way 
in which Lincoln Life agents 
and the Home Ofte organiza- 
tion pull together for their 
mutual benefit, it pays to 


= —— > 
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The 


Lincoln National Life 
Insurance Company 


‘*‘Its Name Indicates Its Character”’ 


Lincoln Life Building 


Fort Wayne, Ind. 


Now More Than $225,000,000 in Force 
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The Strength Behind 
the Company 


A Strong Officiary and Directorate is One 
of a Company’s Greatest Assets 





The leadership which has played such an im- 
portant part in the development of the Middle 
West is well typified by the able business men 
who form the Board of Directors of the State 
Life of Des Moines. 


Unusual success in varied lines has qualified the men 
whose names are listed below to co-operate in forming 
the policies of this growing Company. 


A. Ga DORE ox icics Des Moines, Ia. J. J. Shambaugh..Des Moines, Ia. 
President, State Life Pres., Preferred Risk Life 
Ins. Co. 
D. H. McKee..... Des Moines, Ia. } 
President, Iowa Loan & } | eee Earlham, Ia. 
Trust Co. Pres., Citizens State Bank 
W. L. Snyder ae Des Moines, la. . = Shane. eccee eees . Villisca, Ia. 
Real Estate and Loans Cashier, First National Bank 
Wm. Koch........ Des Moines,Ia.  “ aang ober ———— 
Vice-President, State Life ar 
. ee GC. Coste... Des Moines, Ia. 
BR. FH. 2ABsicsecies Des Moines, Ta. Ass’t Treasurer, State Life 
Vice-President, State Life 
Wilbur M. Johnson.......... 
eee OS eee Des Moines, Ia. 
Banker and Stockman Actuary 


John Connolly, Jr., Des Moines, Ia. 
General Counsel 


C. M. Whicher....Des Moines, Ia. 
Medical Director 


F. L. Tucker.. Minneapolis, Minn. 
Mer. Northern Department 


Strong and Progressive 


Admitted Assets Legal Reserve Insurance in Force 


December 31, 1919.......... $ 751,084.41 $ 879.87 $ 1,854,500.00 
December 31, 1920.......... 789,543.44 58,094.06 4,769,000.00 
December 31, 1921.......... 1,853,237.17 997,859.25 17,570,599.00 
February 28, 1922........... 1,917,911.79 1,173,763.67 24,234,845.00 
Ce ee reer Over 2,100,000.00 1,250,000.00 28,500,000.00 


State Life Insurance Company 


OF IOWA 
215 Iowa Building 


DES MOINES, IOWA 


A. C. TUCKER, President WM. KOCH, Vice-Pres. and Field Mgr. 
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BIG MAN EASY TO SELL 
IF YOU CAN REACH HIM 


Clayton M. Hunsicker, of Phila-| 


delphia, Tells How He Ap- 
proaches Men of Wealth 


USE BUSINESS INSURANCE 


Calls It “Best Bet”—Every Head of 
Big Business Is Interested in 

Perpetuating It 

PHILADELPHIA, PA., 


“How do you sell to a millionaire?” 


Oct. li.— 


The question was put to Clayton M. 
pre sident of the 
Life Un- 
best sales- 
insurance in the 
Fidelity 


Hunsicker, former 


Philadelphia Association of 


derwriters and one of the 


men of business life 
East. 


| Mutual man. 


Incidentally, he is a 


Mr. Hun- 


who is 


“Let me tell you a secret,” 
“The 


most hedged about with clerks and sec- 


sicker replied. big man 


retaries is the who is easiest to 


man 


approach once you get inside his priv- 
ate office. He realizes it, too, that’s 
why he barricades himself, as it were, 
behind his office force. 

More Work to Sell Small Policy 


“The millionaire has a keen mind and 


great corporation. It’s a study in men 
tal caliber.” 


“But what is the actual ‘open sesame’ 


which gives you access to the much 
guarded oftice?” Mr. Hunsicker was 
asked. 


Business Insurance Best Bet 
“Business life insurance—perpetua- 
tion of the business,” was the answer. 
“Every head of a great enterprise is in 
terested in perpetuating it. Personally 








he is well covered with insurance but 
he wants to be assured that his business 


will be continued unimpaired after he 
passes on. Show your prospect a let 
ter of introduction from a friend of 
his—or a business associate—to whom 
you have sold such a contract as you 
wish to sell to him, and you get his 
interest from the start.” 


“Business insurance,” continued Mr 
Hunsicker enthusiastically, “is the best 
bet for the life underwriter today, and 
in this I include protection for small 
partnerships as well as great corpora 
tions. The nation is passing through a 
period of readjustment and the psycho 
logical time to push this form of cover- 
age is right now. 

Tragedies Might Be Prevented 











In pointing out the need for such in 


surance Mr. Hunsicker said the number 
of well-known businesses that have 
gone to the wall or been sold to com 
petitors during the past tew vears 
judgin from the changing signs he 
has seen in the heart of Philadelphia 
was tragedy that micht easily have 


been prevented. 

think!” he exclaimed. “A man 
s his whole lifetime to building 
and dies believing it will 


anent. Then Uncle Sam comes 


“Just 


up business 
a 


can grasp your proposition instantly. 
Give him the facts and he decides] 
promptly Most of the men of wealth 
| have written have been sold on the 
first interview. The $25-a-week clerk 
who doesn’t know the elementary prin- 
ciples of insurance has to be bom- 
barded with arguments, and is suspi- 
cious of the life underwriter to begin 
with, It takes more actual work to 
sell a small policy to a man of this 
class, very frequently, than it does to 
sell a large policy to the head of a 
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}a foolish widow trusts her lawyer 
with the same result, and the thing that 
intended to be perpetual goes into 
hands of strangers during the sec- 
|ond generation. 

} “A man can never be sure his sons 
will take the same interest in the busi- 
ness that he does ] met a gentlen 
some time ago who owned virtual], 

the stock in a large manufacturi: 
When I asked him if he ha 
made any arrangements to perpetuat 
the business, he said expected to 


é 
to his wife and his 21-year-old 


} Was 
th 





plant. 


“Pointing to an 
the plant, where the Was at 
work, I inquired: ‘How about those fins 


room 


adjoining 
otnce 


in 


torce 


voung fellows out there? Haven't 
they any hope of participating in the 
ownership and conduct of this busi 





ness? Your boy is in college, but 
you don’t know whether he will take 
to the business. You are the sok 
possessor. 


Two Alternatives Offered 


“There are two things you could do 
One 1s to carry all the life insurance: 
you can stagger under, to compensat: 
your estate for the loss it will suffer by 
depreciation in the value of your stock 
caused by your death. The other way, 





CLAYTON M, HUNSICKER 


which you 
business, is 


and the only way by can 
positively perpetuate your 
to remcorporate it 
“Instead of having all common stock 
have it preferred and common, the pr 
ferred to belong to you and your fam- 


ily. This would amount to practically 
a first mortgage on the entire plant 
and business. Of course this _pre- 


ferred stock would not be voting stock. 
Then you should hold a majority of the 


common stock and give the minority to 


those vounge men or sell it to them at 
1 fair price. Then arrange an agret 
ment between you by which in event 


of your death they will acquire all the 
stock. 


Insure Perpetuity 


common 
of Business 
““Insurance could also be carried on 
vour life, paid by the 
pay part of the purchase price of this 
f yours. Insurance 


corporation, to 


1 
common stock oft 


could also he carried on the live s or 
these voung men to whom you give or 
sell stock, so that in event of their 
death the stock would revert to the 


‘orporation and the equity in the stocl 
family of the This 


lutely assure the perpetuity 


0 to the fam deceased 
vould abs¢ 
"7 men 


f{ vour business for these voung 


would know that at 
future 1 4 


they would be 
business would protect 


some time in the 
owners of the 


the 


financial affairs of the company 
Chis eventually 
ccording to Mr. Hunsicker. 


service 


adopted 
It is onl, 
me instance of the which the 
inderwriter has to offer the man with a 


plan was 





be peri 

n for the choicest securities in the 
form of inheritance taxes, the 

know little or nothing about the busi- | 


sons | 


ness and run it to the ground, or maybe 


} 
bic business. Each case must be stud 
ied individually if the underwriter 
hopes to close his contract 
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Roy L. Beck’s ‘“‘John”’ 
and ‘‘Mary’’ Cartoons 
Helped Missouri State 








OY L. BECK, director of sales 
service for the Missouri Stat Lite 
> i ( tiie new scl 0 

erti doesn’t believe i 
old Oo l etters to 
cn n to get ore 
ss es in his opiniot 
nti ind boresome lor 

usy Msurance man to take time t 

and waste a lot of valuable min- 
s m_ preparatio He is for the 


snappy, punchy to-the-point method ot 





ing the meat Ol a Message to a man 
he field 


Se] tember was “Wives’ and Mothers’ 








Month” for the Missouri State Lift ro 
ulate interest among the wives o: 

e agents of the company 1 of 
dsome prizes were awa ded to the 


s of the men who turned in th 
irgest number ot applications 
“John” and “Mary” 


But Mr. Beck didn’t stop at that. In 
this campaign he created two figure 
that will probably live for years to 
come, or as long as they are useful 
One called “John” represented the in- 
surance solicitor, while “Mary” was his 

ic. With clever carteons on the order 
of the Gump series which have made 
Sidney Smith famous, Mr. Beck got over 
is Messages in a way a lengthy, heavy 
iles letter could never accomplish 
ohn” was the living synonym of the 





re the picturization of the little things 


hat cost the usual plugger a policy now | 


nd then. But with “Mary” on the job 
John” got out and hustl : 
When “John” knocked off at 3 o'clock 


] 
ed 


thinking that the day was bum “Mary” 





1t wait for an early start the next 
iy but got him on the job again, and | 
course he got business 


Clever Digs at Salesmen 


Phen Mr. Béck was able to give some | 
the boys a dig under the fifth rib] 
ith his cartoons and get away with it 
great style, leaving the chap in good | 
umor and intent on hustling the 


der, whereas if he hac the same | 





sulked in the field. 


ng via the typewrite: night ae 


lo illustrate, one bulletin had a page | 


rtoon headed: “John, Don’t Think 


La 

You Can ‘Kid’ Mary This Month! 
“Say It With Applications.” | 
The drawing portrayed Mary tele-| 

phoning John to ascertain wh 


} 


t 
d seen M1 Jones about that $100 a 


ther he 
| 
onth income policy today 


Six smaller panels showed various | 
Johns” giving excuses why they hadn’t | 
en Mr. Jones. Needless to say the 
ilesmen to whor these little panels 


vere dedicated took the thrusts in goo 





mor and their answer was a flood of 
plications. 
Used in New Campaign | 
| 

But with the passing of September 
‘lohn” and “Mary” did not get of the 
ob. Their work was already cut out tor 
em and Beck immediately put them in | 
ge of a selling campaign tor a new | 


the company 1 





e tront page of one issue ot the 
State Life Bulletin showed 

d “John” registering enthusiast! 
‘ checked over the provisions 

vy p dic realized what 1 

d this best seller will be to 

ting his quarts 1 
vy month 








General agents in ¢ go say that tl 
ters are ery much ore tive 
See! gly the ci t g certa 
panies W he men have comfort- 
imounts of inst nce they re in 
( to listen to S 1¢ cuttin 
the cost of the nsuranc¢ Men | 
1 mood to give attenti t ny\ 


reduction in their 
Hence the twister finds the held 


a favorable state ior his operation. 


in the field His short-comings 
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Neataiieasiiine in Series 


Tue “John Hancock Signature” 
the fact that during the last 15 or 20 
years there has been a growing appre- 
ciation part of the people regard- 
ing the limited payment life plan and 
endowment policies running from 30 to 
40 It states that practically all 
the have featured their en- 
dowments maturing at ages 65 and 70. 
The Joun Hancock Mutuat writer de- 
clared that it is but a natural step after 
a man has bought an endowment ma- 
turing at 65 to want additional endow- 
ments coming due at other ages as well, 
this is led to the development of 
known 


on 


years. 
companies 


and 


what is as “endowment in 
series.” 

W. E. Nicuots, the 
York LIFE 
of the company’s largest producers, al- 
ways stresses in his arguments the need 
calls “old insurance.” 


meets 


well known NEw 


man in Chicago, who is one 


of what he man 
Life 
various 


various needs at 
the earlier part 


has a family to 


insurance 
ages. During 
when he 
he is interested in 


of a man’s life 
support and educate, 
life insurance from the family protection 


notes | He 





|; program 


side. So long as he has any dependents | 
that interest is maintained. Later in 
life, however, the contingency of old 
age must be provided for. It is here 
that the “endowment in series” comes 
into play. 

As life insurance men have studied 
the adaptability of life insurance to meet 
the various needs, they have become 
more proficient in outlining a program 
that is adequate. In days gone by a 
life insurance man sold a customer a 
certain amount of insurance to mature 
at a certain age or at death. Now a 
man may take out a certain amount of 


insurance to mature at different ages. 





for example, for his 
from age 
HANCOCK in 


may arrange, 


policies to mature each year 
age 75. The JoHN 
speaking of this plan says: 

“General agents who have had experi- 


60 to 


ence in the paying of endowments say 
that a matured policy is the most satis- 
factory transaction that can be con- 
summated in an insurance office. That 
man goes out of the office and in his 
little circle of friends he is a 
‘shouter’ the contract and for the 


own 
for 
company. 
“If this program of having a policy 
mature year is continued during 
the rest of the expected lifetime of the 
what better advertisement can the 
than the good will of 
not 


every 


man, 
have 
customers who have 


company 
thousands of 
received back all the money they 
put in, in- 
terest return in addition 

a handled 
always productive of new life insurance. 
\ properly 
sult in a great deal 


only 
have but have received some 


properly death claim is 
placed endowment will re- 
more, because ‘the 
advertisement and 


word for the 


recipient is a living 
will always speak a good 
company. 
“Years ago, in selling an endowment 
policy, men were approached with the 
idea that it would force them to save. 
That argument is just as potent now as 
it ever was, but not as forceful the 
which an endowment series 
out. The argument now used 
is that such a program will enable a 
man to do those things which he 
always wanted to do, after the expense 
of bringing up his family has been at- 
tended to. In other words, without 
minimizing the importance of providing 


as 
will lay 


has 


Firm Position of Life Insurance 


Wuize life insurance men have just 
had to pass through a rather discourag- 
ing period, business kept up remarkably 
well during the past few months, every- 
As a matter of fact, 
occupies a 

mind of the 
A wholly different attitude toward 
taken by the buying 
public today than was assumed a short 
time the war. The 
is SO universally 


thing considered. 
life insurance very high place 
in the 
man. 


average business 


life insurance is 


ago, say before 


need for life insurance 


recognized now that sales cannot pos- 
sibly drop off so sharply as to alarm the 
companies. The business is free from 


marked fluctuations. Some years ago life 
insurance 


production used to go up 
or down with the trend of general busi- 
ness. This is much less the case to- 


day than it was formerly. 


| 


insurance 


| business 


for a rainy day, more stress is laid 
on provision tor the sunshiny day and 
the doing of those things which we 
have always wanted to do.” 

All during the summer when the 
average business institution was in a 
very uncertain state, and when the 
prospects in any branch of industry 
were anything but rosy, life insurance 


men went on steadily producing a good 
The for 


at all times and under every 


volume business. need life 
condition is more of an accepted fact 
Where life in- 
and what the great ma- 
jority of people think of it is best shown 
in the record that lite companies 
were able to make during a period of 
uncertainty and Life 
salesmen need no longer fear 


than it ever was before. 
surance stands 
most 


doubt. 
insurance 
that their business will vanish if finan- 
cial stringency comes along. Life insur- 
ance will in the future be produced reg- 
ularly and without interruption. 
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Charles F. Williams, vice-president of 
the Western & Southern Life of Cincin- 
nati, recently returned from a trip to 
Europe, where he spent the summer, 
accompanied by his family. He thinks 
Switzerland and Holland are the two 
most prosperous countries of Europe, 
while Italy and Spain are facing dis- 
couraging conditions. In England he 
investigated industrial insurance, par- 
ticularly the Prudential and Pearl. The 
latter company, he said, has developed 
some wonderful time and expense 
ing systems, doing the business with a 
little more than half the home office 
clerical force requires in this country. 
Industrial policies, he says, average 
much smaller in England than here. 


Mrs. J. C. Maginnis, wife of the presi- 
dent of the Eureka Life of Baltimore, 
died at her home in Ellicott City, Md., 
as a result of organic heart trouble. 
Before her marriage, Mrs. Maginnis was 
Miss Mary L. Tobin of Philadelphia. 
Besides her husband, Mrs. Maginnis is 
survived by three daug%iters, Misses 
Bertha V., Catherine 1., and Marie C. 
Maginnis, and three sons, John C., Jr., 
Paul S. and James A. Maginnis. 


The funeral was held from St. Wil- 
ham'’s Catholic Church, Ten Hills, 
Baltimore. 

Mrs. Maginnis’ passing is deeply felt 
by all whose privilege it was to know 
her. Her gentle, kindly manner left an 
indelible impression upon her many 
friends. 


Henry F. Tyrrell, legisiative counsel 
of the Northwestern Mutual Life, has 
left with his wife for Peoria, Ill., where 
he will spend the next two weeks visit- 
ing friends and relatives. Mr. Tyrrell 


has just recovered from a serious illness, | 


resume 
He 


work 


not yet strong enough to 
his duties with the Northwestern. 
will probably return to active 
upon his return from Peoria. 


and is 


J. C. Utterback, general agent of the 
Cleveland Life at Champaign, IIL, died 
there Sunday. He had undergone an 
operation a few days previously, but 
was in good health three weeks ago 
when he visited the home office. The 
funeral took place Wednesday Mr 
Utterback was president of the Fore- 


which is the $100,000 organi- 
zation of agents. He had mi: 
excellent record as a personal 
and general agency manager. 


most Club, 
ice an 
writer 


Charles Hommeyer, superintendent of 


agencies of the Union Central Life, is 
receiving the condolence of his friends 
upon the death of his mother. Mrs. 
Hommeyer was 81 years of age at the 
time of her death. 

The need for the new Mutual Life 
disability clause was brought closely 
home this week, when a 30 pound piece 
of cornice stone fell from the twelfth 
floor through the second floor skylight 
and into the office of Darby A. Day, 
Chicago manager of the Mutual Lite 
and president of the Chicago Associ- 
ation of Life Underwriters. Mr. Day 
was not in the office at the time, but 
Ray Mills, assistant manager, was 
but a few feet from the spot where the 
stone fell. The debris had not been 
cleared away before Mr. Mills had the 
office press busy and circulated a “pep” 


folder to the agency force, telling of 
the accident, referring to the new policy 
and urging greater effort on the contest 
gow under way. : 

M. A. Hyde, secretary of the Security 
Mutual Life of Lincoln, Neb., headed 
the campaign carried on by the allied 
insurance interests of that city for the 
observance of Fire Prevention Week 
and has received high commendation 
trom the fire insurance interests and 
citizens generally for the good results 
which he accomplished. His energy 
was untiring. He was able to enlist the 
support of the newspapers, kept four- 


Sav- | 


minute speakers busy at the moving pic- 
ture theaters and marshaled a host of 
Boy Scouts, who were efficient aides. 


Brig. Gen. S. H. Wolfe, one of the 
most prominent actuaries and _ statis- 
ticians in the country, has been ordered 
to active duty by direction of President 
Harding, to report to the director of the 
Bureau of the Budget to assist in the 
consideration of the estimates for the 
budget which are now being filed. 


| Business men and officials of insur- 
ance organizations to the number of 
150 gathered at Davenport, Ia., last 
week to honor Lee J. Dougherty, gen- 
eral manager of the Guarenty Life, who 
was chosen president of the American 
Life Convention at the Milwaukee 
meeting. A. C. Savage, lowa insurance 
issioner; Thomas W. Blackburn, 





‘omm 


| secretary of the American Life Con- 
|} vention; Roy H. Heartman of Des 
| Moines, vice-president of the National 
| Association of Life Underwriters, and 


Mayor Alfred C. Mueller were speakers. 

Carl LeBuhn, manager of the Massa- 
chusetts Mutual Life at Davenport, was 
toastmaster. Mr. Dougherty made a 
brief but impressive response to the 
tributes paid him and his company by 
the speakers. 

M. C. Tyler ot 
home office of the 
| visit during the 
returning home 


Mississippi paid the 
International Life a 
past week. He was 
from the Grand Ameri- 





|}can trap shooting tournament at At- 
lantic City, N. J. He shot third in the 
| hig tourney against the best guns in 
the world. Mr. Taylor told the home 
office crowd that he is now shooting 
for International and has both barrels 
ot his gun sighted on the next year’s 


‘lub presidency. 

H. L. Phillips, for 20 years connected 
with the Minnesota inshrance depart- 
ment as actuary, resigned. The cause 
for the resignation is ill health. Mr. 
Phillips, with his wife, intends to leave 
t for McGregor, Minn., to spend 


at once 
four or five months at his summer home 


there to recuperate. Mr. Phillips has 
gained a nation-wide reputation § as 
actuary for the Minnesota department, 


and is credited with doing much toward 
building up the standard of the state 
department to its present level of strict 
requirements for all companies operat- 
ing in Minnesota. It is recognized that 
it will be hard to secure some one to 
fill his place, and Commissioner Wells 


says he does not intend to make an ap- 
pointment until he has had full time 
|} to search the country tor the best man 


obtainable. 


Harold Peirce oi 
asking how he be 
life underwriter in 
Peirce wrote 


Someone wrote to 
|} the New York Lite, 
came the biggest 

‘hiladelphia. Mr. 
“By plain ordinary hard work.” But 
there is more to the story than that. 
ven a ditch- digger does “plain ordi- 
uary hard work.” More important than 


back: 


this factor is Mr. Peirce’s personality. 
One of his colleagues said his success 
was due to the fact that he is excep- 


tionally well prepared to meet all objec- 
tions offered by his prospects and that 


he has access to records or else has 
compiled records that the average in- 
surance man cannot reach. 

Another important factor, it was 


Peirce’s social status. 
He has a beautiful home in Haverford, 
in the exclusive Main Line district, and 
naturally mingles with a class of people 


pointed out, is Mr. 


that would be likely to take out hig 
policies. This class of people has, in 
general, a broad outlook upon life and 
a certain success attitude to which Mr. 
Peirce contributes and which he (con- 
sciously or unconsciously) absorbs. But 
with all that, those who know Mr. 
Peirce admit that his position in the 
life insurance world is due chiefly to 


for building 


hard work and his genius 
| up 


cases. 
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Fred H. Avery Prefers 
Trust Agreements 
To Monthly Income 


Fred H. Avery, manager of the Pe- 
oria Life’s home office agency at Peoria, 
Ill, in spite of his active and success- 

| work as an agency organizer, finds 
time for much personal work and was 
a leader in personal production last 


year The question was asked him 
whether he personally wrote much 
monthly income business and Mr 


Avery replied: 

‘Personally, I prefer trust agree- 
ments to monthly income contracts and 
when | have gained a complete under- 
standing of the financial and domestic 
position of the man I am endeavoring 
to close, I find in most cases that a 
trust agreement beats a monthly income 


contract hands down. In the first place | 


the monthly income is usually limited 
to 20 years and I always think, for that 
reason, that it can have an old saying 
applied to it ‘after me, the deluge.’ A 
young widow with children in the early 
twenties, for instance, what is her posi- 
tion, when she arrives at the early for- 
tics and has not chosen to marry again? 
\gain and again have I seen cases 
where such relicts are stranded and 
actually in need ef funds, which a trust 
agreement would have averted.” 


Suggests a Trusteeship 


“I have a friend who has a wife for 
whom he has made provision, in the 
shape of lump sum settlement policies, 
which would ordinarily be deemed suffi- 
cient and in accord with the standing 
and social position she enjoys. This 
man has a son who has gdined a repu 
tation for, well let us say, lack of 
steadiness which is somewhat established 
with all familiar with his record. It is 
also well known that this son is the 
apple of his mother’s eye and that her 
indulgences and allowances may per- 
haps be largely responsible for his pres- 
ent career. His father is a_ business 


man of high standing in Peoria, has ac- 


quired a fine competence and undoubt- 
edly thought that his provision for his 
wife was a correct and proper one. 1 
thought otherwise. Meeting him at the 
club the other day when he was lunch- 
ing alone, I sat down with him and 
asked him about his insurance and how 
it was payable. Finding that it was 
payable in the lump sum form, all of it, 
I merely asked him if he had ever con- 
sidered the advisability of trusteeing 
both his insurance and his affairs after 
his death. I was asked why I made 
such a suggestion. Looking my man 
right in the eye I said, ‘Knowing your 
son as I do and knowing also his 
mother’s overwhelming Icve for him, 
do vou think that after vour death and 
with all of this large sum of insurance 
monies in her hands, she would deny 
vour son anything that he asked her 
for?’ 
Responded to Suggestion 


“I stopped right there and said noth- | 


ing more. My man was immersed in 
thought for a minute or two and then 
said: ‘I want you to come to my office 
this afternoon.’ That day we made ar- 
rangements for the widow to have a life 
interest only in the principal sum of the 
insurance payments and later on my 


friend told me that his business affairs | 


like his insurance, would be handled by 
trustees after his death. I do not say 
that monthly income insurance is not 
all right in many cases and perhaps 
mv own notions about the trusteeship 
heing better are based on the class of 
business men I mostly write.” 





Hold Negro Fraternal Insolvent 


On petition of the Commissioner Button 
of Virginia a restraining order was 
entered last week in the city circuit court 
of Richmond enjoining officers of the 
Grand Lodge of Pythians of Virginia, a 
negro fraternal, from continuing to do 
business. It is charged that the order is 
insolvent and that a continuance of its 
business would be hazardous alike to 
policyholders, creditors and the public. 
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A Great Tradition 


The main facts about the Peoples Life are intensely interesting 
to every life insurance man. 

First, the Peoples Life was founded upon the principle of gen- 
uine assistance to agents and policyholders. From the very 
beginning each Peoples Life policy gave more than was ex- 
pected by the agent or his policyholder. 


Second, during years of operation this tradition has been stead- 
fastly adhered to. The Peoples Life agents make policyholders 
out of prospects, and friends of policyholders. 


You will find it a universal conviction among Peoples Life agents 
that their company is an institution of honor and integrity. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 
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CAN YOU PAY— 


YOUR DEBTS? 


| R the average man and woman life is chiefly made up 
of the business of living. In that process people assume 
all sorts of obligations—they must—which are as real 
as business paper and must be met as promptly. Default 
in either case is disastrous; the defaulting business man ceases to 
have credit and goes out of business; the social or moral or 
political defaulter just disappears. 

Few realize that being born puts us in debt. 

No fault of ours, but a fact. Dame Nature issues our 
paper as soon as we utter that first cry. No wonder it is a cry 
of fear! That paper really constitutes a more sericus obligation 
than any other promise to pay we ever issue. 


IT HAS NO SPECIFIC DUE DATE 


But it will certainly mature; it will not be forgotten or 
lost or destroyed by fire, nor will it be forgiven. 

It may mature tomorrow; it may not mature in 
forty years. 

The average man has to shake himself together to realize 
that any such obligation exists. Think a moment! 


Who paid for your upbringing ?—Did you? 
Who paid for your education ?—Did you? 


Possibly in part if you worked your way through college. 
But having graduated from college or elsewhere you (the aver- 
age boy) go to work. Now, perhaps, you break even; you do 
not yet begin to repay what you owe; you can’t. 

Then you start in business. Obligations rapidly multiply; you begin 
to understand what a dollar means and especially you learn that you must 
pay your debts. 

Then (if you are so fortunate) you marry and then again, perhaps, 
children come. Obligation now piles upon obligation. 

No one can properly meet those obligations but you. Suppose 
you die one fine day. Then your family will discover the due date of 
your paper. 


IT WILL ALL MATURE AT THAT MOMENT 


Have you made provision for that > 

Can your estate pay up? 

If not, who will pay? 

Somebody must. IT’S THE LAW. If you don’t know who will 
pay and what form that payment may take, ask any agent of the New 
York Life. He'll tell you. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 























A Few Reasons 
WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 





Up-to-the-Minute Policy Contracts. 

A Correspondence Course in Salesmanship. 

A Liberal Agency Contract. 

A Free Circularization Bureau. 

Whole Hearted Co-operation of the Home Office. 
A Liberal Substandard Department. 

The Numerical Rating System. 











Agency Openings for PRODUCERS 


The Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
The Agents’ Company—The Policyholders’ Company 
On Agency Matters Address—The Agency Manager, W. F. MACALLISTER 
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KINDS OF MEN NOT 
DESIRED AS AGENTS 


Nebraska Manager of Security Mu- | 


tual Tells of Classes He 
Will Not Hire 


BUILDING UP AN AGENCY 


Oak E. Davis of Lincoln Outlines Some 
of the Methods Which He Has 
Used With Success 


LINCOLN, NEB., Oct. 17.—One 
kind of insurance man that the Security 
Mutual Oak E. 
Davis, state manager, in addressing the 


does not want, said 


field representatives at a recent conven- 


tion in Lincoln, is the man who runs 


around nights and then yawns in the 
face of a prospect the next day. 
man who smokes cigarettes is another 
man to whom a position with the Se- 
curity is not available. Mr. Davis says 
that cigarette smoking makes men less 
efficient and in time ruins them. 
Mr. Davis went into insurance 
and a half years ago from the business 
othce of one of the great state daily 
newspapers. In talking to the agents 
he told them how he was forced away 
from the professional and business men 
and into the industrial field, finding that 


The | 


two | 


| insurance to cover it. 


a large majority of his policies were | 


written for men in overalls for $1,000, 
$2,000 and $3,000. He took over the 
Lincoln agency last November, and la- 
ter became the state agent for the com- 
pany. 
Building Up an Agency 

His talk was on “Methods of Building 
Up an Agency,” and was largely a story 
of how he had done it for his company. 


He began with two agents, and has 
added others from time to time. From 
the first a school was maintained for 


the purpose of studying insurance prob- 
lems, and this meets every morning and 
lasts an hour. Each man is expected to 
be present regularly, and problems of 
various kinds are worked out and poli- 
cies studied. 

} 


“This school has proved to be one of 


the greatest helps in keeping up the 
interest and enthusiasm of the agency 
force. It is our ambition and desire so 


to train agents here that they can go 
out to the different cities in the state 
and organize effective agencies in other 
communities. In selecting new agents I 
do not want men who have worked for 
other companies, save in exceptional 
cases where his record is absolutely 
clean. A man ought to be 25 years old, 
married, and one who not run 
around nights and then yawn in the 
face of a prospect the next day. I will 
never hire men who smoke cigarettes, 
if I can help it; because they make him 
efficient and will ruin him if he 
stays with them. 


does 


less 


Keep Record of Calls 


“We hire only men in whom we 
have confidence and keep no regular 


record of hours of work. We do keep 
a record of the number of calls made 
by each man, and this is one of the 


things that drives us on. If you are not 
in an agency, keep a record on yourseli, 
it will keep you going. The Lincoln 
agency has been working, until recently, 
on ‘quotas,’ but we are right now chang- 
ing to ‘apps,’ and are aiming at at ieast 
one ‘app’ per week from each man. 
“We have a record that shows the 
number of calls a man had to make in 
order to sell one case. We have agents 
who will average only about 10 calls, 
and we have some who will make 20, 30 
or some 50 when starting out. If a man 


will sell one out of 16, he will be a good 
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producer, and every man ought to strive 
for that one thing. One in 25 is good, 
but a fellow who has to see 50 people 
in order to sell has 
wrong with him. He is seeing the peo- 
ple, but he does not have the drive or 
force that will get the signature on the 
dotted line. 


Card Index of Prospects 


one, something 


“We encourage every man to keep a 
card index of his prospects. It is ex- 
tremely valuable. It helps a man make 
up the list to be called on for the next 
day. This ought to be made up the night 
before. The card index I look on as 
‘wheat in the bin’ for us. It is worth 
thousands of dollars. 

“A birthday record is another big 
help. One man claims the birthdays are 
‘worth $1.50 each. He kept a record of 
every man’s birthday that he inter- 
viewed, and by noting the change of age 
and calling them was able to interest 
many that he could not have otherwise 
written. 

“A baby record is another way of 
interesting prospects. We have adopted 
the plan of writing the parents a letter 
congratulating them and _ stating that 
we have a crib blanket for the wee lad- 
die or lassie if his daddy will call at the 
office for it a certain day. We then have 
a chance to approach him about life in- 
surance at a time when he is especially 
susceptible to the suggestion and when 


he most realizes the need of it. 
“Mortgage Letters” Used 
“Other schemes used in the Lincoln 


agency are mortgage letters, that is, let- 
ters to parties who have recently bor- 
rowed money and have placed mort- 
gages on their property and should have 
This list is avail- 
able from the morning paper, which 
prints a daily record. A letter to newly- 
weds was tried, in which we of- 
fered a family budget book, but it has 
not worked out very well. 

“One other help. and a tremendous 
one, is the memorandum book. Letters 
are sent out to a selected list of names 
enclosing a card to be filled out and re- 
turned asking for a memo book. These 
prospects are then called and an inter- 
view arranged, if possible, when the 
book can be delivered and the prospect 
interviewed about insurance. The com- 
pany offers to send out these letters for 
each agent, and is doing everything pos- 
sible to help along the work. 

“No agent can do his best work un- 
less he reads and studies the current 
insurance journals. The wealth of in- 
formation, the records of experiences of 


also 


others, the exchange of ideas that fill 
their pages make them a_ necessary 
working library for every man who sells 
insurance. If I had to choose between 
an insurance journal and any of the 
standard magazines I would take the 


insurance journal each time.” 


Women’s Team Leads Men 


The contest sponsored by the E. A. 
Woods agency of Pittsburgh between 4 
team of and a team of men ts 
creating almost a sensation among th 
employes of the agency. Passing all 
expectations, the five wemen on the ont 
team have written almost three times as 
much business thus tar in the contest as 
have the five men on the other team. 
The women’s success is not due to any 
particularly large policies, as the largest 
written is only for $10,000. For the 
most part the policic S are from $3,000 to 
$5,000. Their success is attributed to 
hard, consistent work while the men 
apparently have taken for granted that 
thev will win the contest and have not 
heen putting forth their best efforts. 


women 


New Salesmanship Course 


Washington University at St. Louts 
has started a course in life insurance 
salesmanship under the direction of Jay 
Allen Fiske of the Aetna Life at St 
Louis. The course will continue 
through eight months, and is patterned 
after the one given at Carnegie Insti- 
tute at Pittsburgh. It starts with 80 


members. 





— 
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UNIQUE SELLING PLAN _ 
HAS BEEN DRAWN UP 
“Frenordan” Proposal of Chicago 


Agents Meets With 
Approval 


APPLICABLE EVERYWHERE 


Financing Program for Buildings 
Devised by Church, Andersen and 
Heffelfinger 





The “Frenordan” plan is the 


given to a unique and valuable plan of 


name 


three 
underwriters in the 
A. A. Drew agency of the Mutual Bene- 
fit Life. 


in everv 


life insurance promulgated by 


voung Chicago life 


It is a plan that can be used 


village or town of the country 
and enables the 
to both his 


social prestige in the community. 


agent to add materially 
and his 
It is 
insurance 


premium income 


selling a life 
program to finance the 


a scheme of 
construction ot 
a fraternity building, Masonic temple, 
public improvement, church building, or 
other structure that will entail consider 
ble outlay and that is of a revenue 
producing nature. It enables the in- 
terested parties to make the improve- 
ment at a saving of from 30 to 50 per- 
cent. The plan as drawn up by these 
Chicago insurance agents has_ been 
examined and strengthened by the best 


legal and insurance counsel and has 
been found workable in every respect. 
It has called forth considerable com- 
ment from company executives and 
others who have examined it. It was 
drawn up by Fredrick Church in con 
junction with Norman E, A: idersen and 


D. H. Hefielfinger, all three 
young graduates who 


being 


college recently 


joined the Drew agency. 
Is Service-Giving Plan 
The Frenordan plan is one that can 
be used at an advantage in any com- 
unity. It will enable the life under 


writer to attain a prominent place im 
the community in such places as a pub- 
lic improvement 1s consummated 
through its agency and offers a channel 
for the selling of large sums. The plan 
s drawn up for the financing of any 
iorm of construction work that a group 
or even an individual is interested in, 
provided there will be some revenue 
and enables the donors to give the 


money with a guarantee of a return of 
100 percent, That is, it is a means of 
building through d tions without nec- 
essitating an actual donation It re- 
moves the expense of interest on bonds 
or notes the premiums re quired he ng 
such that there ‘s a saving of from 30 to 


50 percent according to which plan is 
used. 
Description of Plan 


as drawn up by 
“jates can be 


The basis of the plan 
Mr. Church and his 


assoc 
best understood by an example. A plan 
was presented for the construction oi a 


active or 
traternity 
building 


$60,000 fraternity house. The 
mbers of the 
donations to the 


uluernae me 
vould make 


committee and in return receive a life 
insurcnce policy for an amount double 
the donation. The premiums would be 
paid by the active chapter receiving 
revenue from the building. The policies 
issued in this particular case would be 


Mutual Benefit accelerative endowments, 
donors at age 35 receiving policies that 
would be paid up in 22 years. The paid- 

p pa s would be held by the donors 
aod the building by the fraternity. On 
the $60,000 building with the average 
age of the donors being 35, the premium 
vould be $3,162, the total for 22 years 
being $69,564. This is on the plan 
whereby the donor is given a policy for 
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$2,000 for each $1,000 given, or a return 
of double the amount donated. The ulti- 
mate cost would be $67,766, while the 


cost under a bond issue at 6 percent 
would be $99,600. This shows a saving 
cf 31 percent. On the same plan, ex- 
cept that the donor is given only a 


$1,000 policy for each $1,000 given, get- 
ting back just what he donates, the sav- 
ing is 54 percent. 

Bullder 


Many Advantages to 


advantages of 
could not 


There are countless 
such a plan. Of course, it 
compete with a plan of outright contri- | 
bution, but there are very few buildings 
constructed on this basis. It is neces- 
sary in most all cases to run contribu- 


tion payments over a series of years, 
necessitating a bond issue as indicated. | 
This plan would necessitate cash pay- 
ments, but they would not be pure do- | 


An individual might not be able 


$1,000 outright and yet could 
that amount for a certainty re- 


nations. 
to give 
advance 


| 
turn at endowment age or death. 
here is a saving of 31 percent if the | 
donor is returned double his gift and 54 | 


percent if returned the amount of his} 
giit. The building cost is prorated | 
over a period of 22 years \ definite 


sum and the building 
paid for in a definite number of years. | 
The policies carry a cash and loan value 
and are paid up on the 22nd year. The 
premium amounts to about 5.2 percent | 
on the principal, the policyholder pay- 
ing no premium It 1s guaranteed by a 
provision for a trustee in case of the de- 
fau't of the premium paying group. On 
this particular plan the policyholder re- 
ceives dividends after the 22nd year. On 
the plan allowing 31 percent 


1s paid each vear 


a saving ot 


the dono receives twice his gift. One 
of the greatest benefits is that accruing | 
to the donor whose estate is near $100, 
000, in such cases the gift being re- | 
turned in full and vet being exempted | 
from the inheritance tax The other 
1sual policy benefits are given and add | 
to the advantages accruing to the pol 
icvholder. It is also pointed out that} 


this plan is based on all donors living 
the entire 22 years. while in actual ex 
perience it is probable that they would 


be reduced by 50 percent, with 


pe rhaps 


the result that the premium payments 
would be reduced and_ the Saving 
Suilding cost still further reduced. 
Has Many Applications 

As such. the plan has been found | 
applicabl te sororit l 
community houses pu impr 
ments such as swimming pools and 
gymnasiums built by public subscrip 
tions, Masonic temples and homes of al! 
fraternal orders, church uldings and 


mentioned, the plan 


petition of 


ic] groups \s 
is not abie to meet the con 
hut it 1s seldom 


complete donations, 


that ch cash payment is secured. 7 
plan would require cash payment, but | 
not on a straight donation basis, it being 
merely a secured lo with a guarantec 


turn of at least the full amount. 


Mr. Church has now been forced to go 
west for his health so that the plan 
will be pushed by Mr. At rman It is | 


every other location, how- | 
nentioned in ex- 


Church’s plan are as | 


applicable m 
ever, The 
planation of Mr 
follows: 


two cases 


Principal 860,000; Insurance §120,.000 


Tota innuai |] eT ? 5 lf 
*° premiums ¢ e4 
Paid-up bonu l 17.60 
Ultin e cost 67,766.40 | 
Premiums equal 5.2 percet terest on} 
principal 
Cost if building would be (Cif 
760.000 were borrowed at 6° 
and principal retired in 2 | 
equal installments) $99,600.00 | 
Gain by Frenordan plat 21 822.60 
Or 1 percent. | 
| 
Principal 860,000; Insurance 860,000 
\verag 1ce of donors + 
Total annual premiums $1,581.00 | 
oo niums iV ultimate cost 4,782.00 
Premiums eaunal to 2.6 percent interest 
m prime ! | 
Coet nf b uil tit would be (if 
860 000 were borrowed at 2.6 
nterest and principal retired | 
in 22 eoual installments) $77,160.00] 


‘ by Frenordan plan 42,378.00 | 
Or 54 percent. | 
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Nowhere is the ability o 





need, 
ties of the field force. 


Y itself along definite lines 


to give its agents the kind of help they 
more apparent than in the activi- 

























f the Amicable, 


The The ability ‘of the Amicable resolves 


of constructive 


YY effort that build present and future pres- 
yj tige for every agent of the company. 


yj The officers of the company have the 


y personal interests of ever 
Yy, and anything that 
Yj strengthen ' the locals 


will 


y agent at heart 
dignify or 


tanding of the 


agent 1s given him in a most construc- 


y tive way. 
yf The representation of 


gether with ‘“‘Amicable 


ance man. 





_NsURANGE, 


Mil, — \ & 






as financially 


sound a company as the Amicable to- 


makes 


Ability” 


an agency representation a very valuable 
Y, factor in the livelihood of the life insur- 
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Dream after dream ensues; 


And still they dream that they shall 
still succeed, 
And still are disappointed. 
—Cowper. 


HE average man is forever dreaming 
and planning of the big things he 
means to achieve:—forever building 

castles in the air. 





How many of us there are who have 
dreamed of the wonderful possibilities of 
wealth, of owning mansions, cars and 
yachts, the finest money can buy, and all 
the luxuries that the well-to-do enjoy. 


Dream Street is the habitat of thousands 
of people, who are content to sit and dream 
of wealth and power. The dreamer and 
his dream are inseparable; nothing could 
be better, if the dreamer is ambitious 
enough to build facts on fancy, and invest 
wisely. 


Only a very few achieve success with their 
dreams fully realized. But the man who 
invests in endowment insurance has a good 
chance of having his castles of air built of 
rock. As the years roll by he is assured of 
a comfortable old age. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
EDWARD D. DUFFIELD. President 


STRENCTH oF! 
CIBRALTAR 


Home Office, Newark, New Jersey 
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Insurance Company 


OF IOWA 


Results of 1921 
Imeurance in force ................... $286,934,616.49 
Admitted Assets.....................$ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 
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NEWS OF LOCAL ASSOCIATIONS 








PLAN EDUCATIONAL DRIVE 


Cincinnati Association to Provide for 
Public Addresses—E, E. Eastwood 
Was Speaker of Evening 


The Cincinnati association held its | 


regular October meeting last week. The 
meeting was presided over by the presi- 
dent of the association, Emmett Peebles. 

In the absence of Harry Mutchins, 
manager of the National Life of Ver- 
mont, who is chairman of the educa- 
tional committee, Dr. J. W. Kirgan of 
the Fidelity Mutual presented a report 
of the educational committee in re- 
gard to the matter of arranging to fur- 
nish speakers to address the member- 
ship of various civic organizations of 
the city on the subject of life insur- 
ance. 

In brief, the program which has been 
adopted by the educational committee of 
the association includes a number of 
prominent local life underwriters who 
will volunteer to give their services in 
this way when invited to do so by the 
members and officers of the various city 
organizations and clubs. The _ educa- 
tional committee will also work out an 
outline or a skeleton for a lecture of 
this kind on the subject of life insur- 
ance along broad lines. The lecture will 
outline the service rendered by the in- 
stitution of life insurance rather than 
bring forward any claims for any par- 
ticular company. 


Eastwood Was Speaker 


The speaker for the meeting was Earl 
E. Eastwood, field superintendent of the 
Security Mutual. Mr. Eastwood traced 
the outline of the settlement and ex- 
pansion of America and he outlined the 
settling of the 19 families at Plymouth, 
Mass., and stated that the compact of 
government which was drawn up on the 
ship, Mayflower, was a group insurance 
policy for the protection of each family. 
He stated further that the 13 colonies or- 
ganized together under the Declaration 
of Independence, the articles of confed- 
eration, the United States constitution, 
which were virtual group insurance poli- 
cies insuring the American people's free- 
dom from oppression. He, likened the 
Monroe Doctrine to an insurance policy 
underwritten by the United States which 
insured this same freedom from oppres- 
sion to the other and weaker nations of 
the western hemisphere. He said that 
life insurance like the civilization of the 
new world, had expanded because its prin- 
ciples were right. 

He asked his audience what they would 
think of him as a human being if he 
should see a blind person walking toward 
a precipice and did not extend his hand to 


stop him and prevent his coming to the | 


calamity awaiting him? He stated that 
the life insurance agent who could by 
going to a friend or prospect, and explain- 
ing to him the benefits of life insurance, 
prevent his family from suffering the 
oppression of want and did not do so was 
in some sense in the same position that 
he would be if he failed to stop the blind 
person who was walking to his ruin. He 


said that a life insurance man must have | 


a vision of his work and purpose that is 
to be realized in order that he might go 


on through the details of his day’s work. | 


M. J. Cleary, vice-president of the 
Northwestern Mutual Life, will address 
the Cincinnati association at its November 
meeting, Nov. 8. 

*x * 7 


St. Paul, Minn.—At the meeting of the 
St. Paul Association the past week, Rev. 


Howard Y. Williams gave an address on | 


“Falling Forward.” The speaker urged 


cooperation in all lines of industry, and | 
explained that application of the Golden | 


Rule among those in the ‘same line of 
business would to a large degree elimi- 
nate the trouble in that kind of industry. 

The St. Paul organization is enjoying 
good attendance at all its meetings and 
steadily increasing in membership. 

*x* * * 

Minneapolis, Minn.—Prof. Richard R. 
Price addressed the Minneapolis associa- 
tion at its monthly luncheon Thursday, 
his subject being “Opportunity.” He 
contended that there is equal chance of 


success for every man and that with will 
and industry, each can succeed. 

The meeting was noteworthy for the 
reception of 22 new members. Included 
in this list was the entire force in Minne- 
apolis of the Minnesota Mutual Life, of 
which company President A. O. Eliason 
of the National Association, is state man- 
ager. 

x x * 

Richmond, Va.—Lectures for the 
newly established school of insurance at 
William and Mary College, Williamsburg, 
Va., will be supplied by the Richmond 
association. Announcement to this effect 
was made at the October luncheon-meet- 
ing of the association. The lecturers will 
be selected by President Arthur Levy. A 
special committee headed by George L. 
Appich of the Equitable of New York was 
named to look into the feasibility of 
holding an extra meeting at intervals 
during the year for the purpose of giving 
more attention to problems and questions 
confronting the underwriters. It was 
suggested that these meetings might be 
of several hours duration. Inasmuch as 
the luncheon-meetings held monthly are 
only one hour in length and most of this 
time is given up to satisfying the needs 
of the inner man, it is felt that more pro- 
vision should be made for transacting 
business and exchanging ideas. The Oc- 
tober session was well attended, 55 being 
present. It was decided to postpone re- 
ports from those who attended the na- 
tional convention until the November 
meeting. 

*x* * x 

Chippewa Falls, Wis.—The Chippewa 
Valley association will hold its Novem- 
ber meeting in Chippewa Falls the first 
Saturday in November. At the October 
meeting, held last week in Eau Claire, 
plans for the next meeting of the asso- 
ciation were drawn up and an intensive 
membership campaign was inaugurated. 
It is the plan to embrace insurance agents 
from all of the towns in the valley in the 
new organization. Archie Hurst was one 
of the speakers at the Eau Claire meet- 
| ing last week, giving his impression of 
the Toronto convention. 

x x os 

Cleveland, 0.—<At its October meeting 
the Cleveland association voted to amend 
its constitution in several particulars. 
Hereafter, the organization is to be 
known as Cleveland Life Underwriters, 
Inc., and the executive committee will be 
called board of directors. Instead of 
“Association” the name “Life Underwrit- 
ers” will be used. 

A new provision also requires the 
nominating committee to submit its pro- 
posed slate of officers to the board of 
directors before formally reporting its 
recommendations to the Life Underwrit- 
ers assembled in annual meeting. The 
object is to receive benefit of the judg- 
ment and experience of the directors. 

Miss Charlotte Anna Mehringer, a 
Lakewood soloist, drew repeated ap- 
plause with her excellent soprano rendi- 
tions. 

Five new members were received. Her- 
man Moss, chairman of the special com- 
mittee on insurance schools, reported 
that the new life insurance course at 
Western Reserve University was well 
under way and well represented by the 
different agencies in the Life Under- 
writers, 

T. M. Norris, a former secretary of the 
association, and now candidate for the 
state senate, was called upon to make a 
few remarks. The meeting was then 
addressed by Ernest W. Owen, manager 
of the Sun Life at Detroit, who spoke 
on “What Time Is It, and Where Are 
We” 

Darby A. Dav of Chicago, manager of 
the “three-million-a-month” agency of 
the Mutual Life of New York, has ac- 
cepted an invitation to address the Nov. 
2 meeting. Special preparations are be- 
ing made to make this one of the best- 
|attended meetings ever held by the 








| Cleveland association. 
*x * ~~ 


Pittsburgh, Pa—The executive com- 
mittee of the Pittsburgh association is 
arranging to have Darby Day of Chicago 
speak at the next meeting and luncheon 
of the association to be held in the Wil- 
liam Penn hotel the latter part of the 
month. Twenty new applications for 
membership were received at the last 
meeting of the executive committee. 


x * om 
| Rochester, N. ¥.—The Rochester asso- 
elation held its monthly dinner meeting 
| Monday evening, Oct. 16. The speaker 
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was Winslow Russell, vice-president and Toronto convention. The club decided to 


agency manager of the Phoenix Mutual cooperate with the local Association of 
Life He spoke on the value of life in- Commerce during the year, and mapped WITH INDUSTRIAL MEN 
surance and illustrated his talk with out other plans of action for the coming 
moving pictures. months. 
* 








* * tt. 


Los Angeles, Cal—During the vacation | PUBLIC SAVINGS PROMOTIONS , has been transferred to Indianapolis; 


Superintendent W. A. McGrath has been 
= promoted to manager of the Kokomo dis- 
trict; Manager C. A, Heilman of Ko- 
komo has been appointed home office in- 


Boston, Mass.—The monthly meeting of d 
the Boston association will be held Oct. Months of July and August, when the 
26, a week later than usual, at which Life Los Angeles association discon- 
time there will be a three-cornered dis- tinued the holding of monthly meetings, | Seyvera] Appointments of New Superin- 








‘ ssio iY ¢g » speakers o -s .o¢ Spencer S. Cole, secretary, devoted con- 

caer at tae eins of ae siderable of his time to a strenuous cam- tendents and Transfers Announced spector. 
with the relative merits of the same be- Paign for new members. The results of by Company Manager W. T. Graves, Superintendent 
ing done through insurance companies that effort were 24 applications for mem- B. F. Cecil and Agent T. Endeward, all 
and banking houses. bership, which were submitted and ac- Raimeatige of the Evansville district, are the leaders 

«2 © cepted at the last meeting. sa o— The Public Savings of Indianapolis an- | in a recent ordinary effort. 

Although the Los Angeles association |nounces the following changes in the The standing of the managers in the 
Madison, Wis.—The first fall meeting is now the largest in membership on the | field: Howard Smith of Anderson has | leadership race for the year in the in- 
of the Madison association was attended Pacific Coast, a determined effort will be |peen appointed superintendent at New | dustrial department is as follows: A. 
by practically all members. John C. made during the next nine months to /Castle, Ind.; R. C. Enos of Madison has | Miroff, Indianapolis; J. W. Rader, Indian- 
4 Kuck, president, gave a report on theobtain a substantial increase. been promoted to superintendent in that apolis; H. C. Hoffman, Columbus; J. W. 
city; H. G. Fisher has been awarded a | Miller, Calumet. The leading superin- 
naira nea ie erica ~ |} |superintendency at Marion, Ind.; G. A. | tendents are: A. Clemens, Lebanon; W. E. 





Keeler and Superintendent H. E. Kent | Finchum, Martinsville; Paul Korff, In- 
LIFE AGENCY CHANGES of Indianapolis have been appointed spe- | dianapolis; B. F. Vance, Muncie; R. E. 
. | cial home office representatives; Super- | Davis, Shelbyville; C. W. Glidewell, Peru; 

- —__— — intendent G. H. Blood of Hammond has | C. M. Powell, Fort Wayne, and H. Sparks, 


been transferred to Frankfort, Ind.; | Bloomington The following are the 
Case of Richmond ! ranking agents F. E. Wertz, Shelby- 











c ©. 


G. D. Thomas the Bankers Life, has been appointed | Superintendent 
ae Wines eles Ges 60 ene district manager for the West Coast 
as, S a age . . ec > . ¢ 
a a an a6eney | Life of San Francisco for Orange 
director of the New York Life in one eaten <ul 
ss . cou ° al. 
s easte agencies abo 8 rears - - . 
yo aa got ay ey aoe H. H. Waggoner has been appointed 
a ee “4 ance | district manager at Haines, Ore., for 
world at that time, resumed work as a “ : 
- pee ; "| the company. 
life underwriter last week with the Los : : 
Angeles agency of the Unio -entral 
igeles age y of the Union Centra Clement E. Cole 
Life, of which W. H. Cramer is general ; ; ° 
agent. That he had lost none of his Re George Washington — has Life Insurance and 
ability as a salesman of life insurance | closed a contract with Clement E. Cole I h . T . 
during the years he has been out of the | of Floyd, Va., to act as general agent n eritance axation 
business, was indicated by the fact that | 1m Floyd, Patrick, Montgomery, Car- With complete Federal and State Inherit- 
during the first three days following his | roll and Franklin counties Mr. Cole ance Tax Tables, revised to July 1, 1922 
connection with the Union Central he | has had considerable experience in sili 
turned in three applications for a sub- | Writing insurance, and the company 
stantial amount. Mr. Thomas has had a | feels that it has obtained a good repre- 











highly successful career, having | sentative in this section of Virginia. 
amassed a fortune in banking and other cena 

‘nes of mee hse ; wi . 

lines of business subsequent to leaving W. E. Wickstrom 


the life insurance profession, and hav- 
ing lived in retirement from active work 
during the last ten years. Lately, how- 
ever, he felt the urge to return to active 
service and decided to re-enter the field 
of life underwriting. 


W. E. Wickstrom has become gen 
eral agent of the Equitable Life of lowa 
in Duluth. He was formerly in the 
newspaper field, being engaged in the 
circulation department of one of the 
Sioux Falls, S. D., dailies. He started 
with the National Life of Vermont at 
American National Changes Sioux Falls, and later represented the 
company in Duluth. 





The American National of St. Louis 
has been licensed in West Virginia and | g 
J. C. Crooks of Huntington, W. Va., has Life Agency Notes 


been appointed general agent. William . Ww. J | we pernpasty of the ~ age = 
4 . . = ‘ : . onene fex., office of the Internationa zife, is 
A. ony enon — ——, ro now located in Dallas, Tex. 
agent in Minneapolis, Minn., anc alter Raymond Carter of Detroit, formerly 
B. W oliram has been appointed general with the Mutual Life, has been appointed 
agent in Columbus, O. A new special} general agent of the Central Life of 
agent has been named for Williams- | Ottawa, IIL, at Detroit 
town, W. Va., in the new territory just William N. Perkinson has been  ap~- 
being yened. George W. Bill | ‘ hs pointed general agent for the Southern 
being opened, \wcorge - Dis, JT., NMAV- | Life & Trust at Danville, Va., to cover a 
ing been appointed for this work. | large part of the surrounding territory 
Carl N. Crispin has joined the Colum- 
bus, O., staff of the Missouri State Life 














5 A. Hillmer which is under the direction of James A. 
. - | Maddox. Mr. Crispin goes to Columbus “ 
J. A. Hillmer, who has been associ- | from Bellefontaine, where he was secre- About )4 Size 
ated with E. E. Clausen at Bismarck, | tary of the Chamber of Commerce 114 Pages—Bound in Cloth 





N. D., as North Dakota general agents V. W. Moss, state agent of the interna- 
| tional Life at Columbus, O., has appointed 























for the First National Life of Pierre, S. “yh ont PP 
- _ - " > ¢ > ace pF | . erte a specia representative in 
mo, oe been soon nee — a | his territory. Mr. Hertel has had more 
lat company tor asnington and WIill/| than 20 years’ experience in insurances TABLE OF CONTENTS — . 
make his headquarters at Spokane. Mr. | writing and will specialize in business, HE first edition of this 
Clausen will take over the entire North | partnership and corporation life insur- CHAPTER I ° ° 
Dakota agency | A Host of Prospect book 18 going 80 much 
aii is see | Dr. J. D. McDowell, who has been eee Age | ° 
mayor of Vincennes, Ind., has decided not Sales Methods sia more rapidly than expect- 
J. H. Bream | to resume his practice and has formed a ay 
° . | > pproac s hd 
J. H. Bream has been appointed | ete ree ucDo : n ~e™* 3 ‘the yen er ed that it will be exhaust- 
Je _ a as te. it -| Arthur & McDowe to represent the Answering Objections 
manager for Central lowa of the Fidel- | Aetna Life, life department. Mr. Me- Closies ed shortly. More than 
ity Mutual with headquarters at Des — — en agent of the Aetna Life CHAPTER II fift h ail d 
Moines ee 1 een unaredad oraers 
i —_———_. Difference Between Estate and In 
heshanse Youee before the book was issued 
Frank H. Day Life Notes States Having Estate Tax | ° 
~ e » > > (Drie iscussion ¢ ach Ouch 
Frank H. Day, formerly manager of | ‘. aint, Wetterhe. general agent for the Law) 
: = . lida ~. >| State Mutua at Cincinnati recently Nature of the Inheritance Tax 
the local branch at Bakersfield, Cal., of —awel bia etine Geom the ‘alan Great Classifications 
Armour & Co., resigned that position | building to the Keith's theater building (Residence, Transfer, Relat POS SD SD SP ED EP ED a a See Ge es ee eee Ge a ae 
Oct. 1 to become associated with| John H. Hammond, one of the veteran a, Ship, Amount of Property ' The National Underwriter Company 
Thomas F. Foley in the general agency | agents of the Mutual Life in Chicago, has Tendency of the Courts ' 420 E. Fourth Street 
of the Great Republic Life, which will | suffered a stroue of paralysis. His son, CHAPTER III . Cincinnati, Ohio 
hereafter be known as the Foley & Day | Ralph Hammond, is connected with the . _ Tort } 
« c “ as e Froties “ a) same agency. nited States lax Law ] 7 —— 
agency. Mr. Day was wholly without | Meockhalders of the Union Life & Ac- CHAPTER IV ; Send me......cop.. of Life Insurance and 
experience in life insurance salesman- | cident of Lincoln, Neb., which recently ee eh ea 1 Inheritance Taxation at $1.50 a copy. 
ship, but had sold merchandise for a | Tr ~~ + d both = — — ac iy nt busi- s a fel Un % w= < } 
» gee , a adv | ness, have voted to dissolve the corpora- ee Ss ae 
n > . 
‘sooo gual 2 a _ tion and surrender its charter CHAPTER V Name 
" ao — = Lawrence W. Efford, formerly an agent | etn oak Caieien Bien « ; ’ 
ine of work. at Newark, N. J.. for the Penn Mutual, | oo k : a Ti Seen Be ; Street. 
— now located in Richmond, Va., will be | rts shack ad Remis — } Ci 
. : married next month to Miss Rubye Vir- sicias aie Dl cciucceucsetwensunsedeueeiunes 
West Coast Life Appointments ginia Dudley of Norfolk Mr. Efford is} : : 
! cn ¢ — oe . a son of John S. Efford, district manager EE Re a EL RPE 
A. A. Kitchell, for seven years with at Farnham, Va., for the Mutual Life of | : 











the Metropolitan and five years with | New York. 
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ville; W. R. Phillips, Indianapolis; W. L. 
Bell, Bloomington; P. Wheeler, Tipton; 
Cc. L. Spurgeon, Indianapolis; C. S. Peters, 
Richmond; H. Lewis, Indianapolis; C. C. 
Pringle, Martinsville; M. F Thacker, 
Madison, and W H. Grimes, Peru, 


WESTERN & SOUTHERN NEWS 


Changes, Appointments and Transfers 
Are Announced—J. D. Cassidy Goes 
to Cincinnati North District 


Superintendent J. D. Cassidy of Lima 
has been placed in charge of the Cin- 
cinnati North District of the Western & 
Southern and is succeeded at Lima by 
L. F. Mackley, formerly assistant at To- 
ledo South, 

The following appointments to assist- 
ant superintendent are announced: 

Anthony DeWard, Grand Rapids; J. A. 
Halpin, Toledo South; F. D. Johnson, De- 
troit East; X. Koch, Pittsburgh South; 
N. W. Curry, Edgewater; W. J. Pressler, 
Allegheny; Thos. McIntyre, Edgewater; 
E. Mackey, Ogden Park; A. B. Craig, In- 
dianapolis South; Clive Lawson, Man- 
chester; J. Quesnel, St. Louis Central; 
PB. A. Smith, Anderson, Ind. 

The following assistant superintendents 
have been transferred: 

A. J. Siefert, from E. St. Louis to St. 
Louis Central; J. M. Weaver, from An- 
derson, Ind., to Indianapolis North; F A. 
Hutt, from Indianapolis South to Jeffer- 
sonville, Ind. 
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A new assistancy has been established 
at 19th and D streets, Granite City, IIL, 
detached from East St. Louis. 

Harry Wiles has assumed charge of 
the Saginaw Mich. district as superin- 
tendent of the Western & Southern. 

The following appointments to assistant 
superintendent are announced: A. B. But- 
son, Cleveland West: E. J. Britt, Brad- | 
dock, Pa.; B. F. Marlowe, Lorain, O.; A. 
Weinand, Pittsburg East; H. E. Wein- 
berger, Cleveland East; N. J. Curtis, 
Cleveland South; J. Day, Englewood. 





Murphy Succeeds Hare 


Edwin A. Murphy of Hyde Park, Mass., 
has been appointed superintendent of the 
Rochester office of the John Hancock 
Mutual Life, succeeding Superintendent 
George Hare, who died last month James 
P. Shanessy, who has been assistant sup- 
erintendent in the Roxbury agency for 18 
years, has been appointed successor to 
Mr. Murphy at Hyde Park. 


Prudential News 


At the International Convention of Life 
Underwriters, recently held in Toronto, 
Herbert E. Parsons, superintendent of the 
London, Ont., district, of the Prudential, 
was appointed a member of the executive 
committee for London and also a mem- 
ber of the executive council. Superin- 
tendent Parsons has done much good 
work in the past in furthering the under- 


writers’ movement in London and the/|; 


association's activities in that territory | interest of the 


AMERICAN 
CENTRAL 





LIFE 


INDIANAPOLIS, IND. 
Established 1899 


PRESIDENT 


broadened as a 
greater influence the superintendent 
Benjamin K. Holland, agent in the Mc- 


superintendent 
of that district. 
Agent John J. McKernon, of Whitehall, 
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NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the ‘‘Unique Manual- 
Digest,”” published annually in May at $3.50 and the 
“Little Gem” published annua!ly in April at $2.00. 











way of ordinary pro- 
of $50,000 or more for the year 


| superintendent 





Laura E. Cooper, wife 


Westermann, assistant to the sec- 


retary of the E Woods agency, Pitts- 


formerly Miss Louise M. Heidenkamp. 


made a talk, as did a number of the men. 


Senator George 


Adirondacks and 
tour of Pennsylvania 
tepublican party. 











GUARANTEED VALUES HIGHER 


State Mutual Also Increases Dividends 
at Younger Ages—To Issue 
New Policy About Jan. 1 


President B. H. Wright of the State 
Mutual Life announces the company 
will materially increase the guaranteed 
cash surrender, paid-up and extended 
insurance values on new policies in 
force on Jan. 1, and materially increase 
the dividends at the younger ages. He 
states that the increase in the dividends 


at the younger ages amounts at age 20 


to about 42 cents, age 25 to 39 cents, age 


30 to 34 cents, age 35 to 26 cents and 


age 40 to 15 cents, for ordinary life first 


dividends. About the same increases 
will apply to the first dividends for 20- 
payment life and 20-payment endow- 
ment. The increases in dividends will 
apply only to the younger ages and in 
no case above age 45 or thereabouts. 

In the matter of guaranteed values, it 
is planned to increase the guaranteed 
value from the third to the ninth years. 
This will be arranged by making the 
surrender change at the end of the third 
year $5, at the end of the fourth year 
$2.50, with full reserve from the fifth 
onwards, 

The company will probably bring out 
a new policy contract Jan. 1, but as yet 
those changes are not sufficiently under 
way for the company to make a definite 
announcement. 


LINCOLN NATIONAL CHANGES 


Number of Features in Its Policy Con- 
tracts Have Been Liberalized— 
Company Makes Announcement 


The Lincoln National Life has made 
some changes in its policies. The con 
[ery summarizes the imtermation as 
ic llows: 

In the first place, the war clause has 
been withdrawn. The policy is now free 
from restrictions as to military or naval 
service, except as applying in disability 
and double indemnity. The incontesta- 
bility clause has also again been in- 
cluded. 


Income Disability for Women 


Income disability is now granted to 
single self-supporting women regularl) 
employed at desirable occupations. The 
disability provision ceases upon marriage, 
though not, of course, if the claim is 
actually being paid at the time 

The eight months total and permanent 
disability probation period has been re- 
duced to 90 days. Heretofore, in such 
cases the disability must have existed at 
least 60 days before proofs could be sub- 
mitted and the first payment was not 
made until six months after due proof 
had been received. Under the new form 
disability must have existed for 90 days 
at least but upon due proof being received 
premiums are waived and the first pay- 
ment is made immediately. 


Loan Deferment Period 


The loan deferment period has been cut 
in half. The new clause reads, “The com- 
pany shall have the right to defer pay- 
ment of cash value or the making of the 
loan (unless for the purpose of paying 
renewal premiums on policies in this com- 
pany) fora period not exceeding 90 days.” 
This provision is a safeguard thrown out 
which operates in the same manner a sav- 
ings bank protects itself against a “run” 
on its deposits, and the ninety day period 
is the time limit used by most of the 
large insurance companies. 

Frequently you are asked if an ordi- 
nary life policy can be later changed to, 
say a twenty pay life. The answer has 
been yes and the company has carried 
out this practice. But in the new poli- 
cies a clause has been inserted setting 
down in black and white the policy- 
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holder's right to the provision governing 
this “change of form.” 


Excess Interest Earnings 


The excess interest earnings provision 
appears in the new policy. 

Changes have also been made in the 
installment settlement options. In the 
case of the first option, instalments may 
now be made payable annually, semi- 
annually, quarterly or monthly for a term 
of years running from one to thirty, a 
decidedly more liberal plan than the 
former one which provided for only 
annual and monthly payments for a term 
of years from five to twenty-five. In case 
of the second option, the 10 vears certain 
and the 15 years certain periods have 
been added to the 20 years certain con- 
tained in the old form giving a choice of 
three different periods for which pay- 
ments will be guaranteed. 


First National Life 


The First National Life of Pierre, S. D.., 
has gotten out some new policies, one 


being a straight 20-payment life policy | 


and another a guaranteed accumulative 


policy While the First National Life is | 


a nonparticipating company, the new 
policy provides for profit sharing after 
the premium paying period. The First 
National Life is among the few com- 
panies that do this Secretary C Ww. 
Martindale says t the First National 
Life is holding its own very nicely dur- 
ing the depressing period without in any 
way departing from the principles of 
sound life insurance. It has been ex- 
tending its territory in getting ready for 
a general forward movement as the grad- 
ual return of normal times will permit. 








Great West of Canada 


The Great West Life of Canada has 
adopted a double indemnity clause. Limit 
is $17,500 for men and $5,000 for women. 
Rates for life and endowment policies are 
$1.25 per $1,000 in all ages, a somewhat 
higher charge is made for limited pay- 
ment life policies This company on ac- 
count of its high interest earnings pays 
6 percent on proceeds of policies which 
are left in deposit or paid in installments 


Capitol Life, Colorado 


The Capitol Life of Colorado has an- 


nounced new term rates The five-year 
term is non-renewable and convertible 
within three years Rate of age 35 is 
$9.82 The ten-year term is renewable 


and convertible and the rate of age 
#13.10. 





is 


The Twin City Life has adopted an en- 


dowment age 65 policy. The rate per 
1.000 age 35 is $27.14 New rates aré 


Iso announced for ages 16 to 20 on the 


ordinary life policy Age ¢.39; 17, 
311.60 18, $15.00 4 


1¢ ¢ 





New Norfolk Agency 


H. S. Rawlings & Co., Inc., is the styl 
of a new insurance agency in Norfolk 
Va. The charter taken out last week 
provides for maximum capital of $50,000 
and minimum of $5,000 H. S. Rawlings 


president of the firm, is general agent at 


Richmond for the Manhattan Life, which 
will be represented in the new agency 
Miss E. M. Jones, secretary nd F. W 
Strudwick, the other incorporators, were 
previously associated with the Mortgage 
Security Corporation of Norfolk Mr. 
Strudwick having been manager of the 
insurance branch of the company Mr. 
Rawlings contemplates alternating his 
time between Richmond and Norfolk. The 
agency plans to handle other |! 
insurance as well as life 





Pa 





Life of Virginia Athletes Elect 


Officers of the athletic association of 
the Life Insurance Company of Virginia 
have been elected for the ensuing vear 
as follows: Robert E. Henley, attorney, 
president John <A. Coke, Jr., attorney, 
vice-president: Powhatan Breeden, audi- 
tor, ordinary department, secretary: F. H 
Morrison, editor of ordinary publications, 
treasurer and general manager The 
purpose of the organization is promote 
and stimulate athletic activities of em- 
ployes of the company A girls’ basket 


ball team is now being formed to com- | 


pete in the Commercial Women's League 
this season. 

Dr. Charles FE. Albright of Milwaukee 
star producer of the Northwestern Mu- 
tual Life, and his wife have just re- 
turned from the east, bringing with them 
their daughter, Miss Lorraine, who has 
been spending the past four months in 
touring Europe 





AETNA’S INDIANAPOLIS RALLY 
Session of $100,000 Club of Keene & 
Simpson General Agency Featured 
By Snappy Talks 


annual meeting of the $100,000 


of the Indianapolis general agency 





he Aetna Life, Keene & Simpson 
managers, was held in Indianapolis Fri- 
day and Saturday. Vice President 
Frank Bushnell and J. B. Slimmon were 
present from the home office. rhere 


were a number of snappy discussions of 
ive topics as follows “Building Good 
Will,” by H. G. Neal; “Modern Busi- 
ting Methods,” by J]. G. Purky; 
s for Business Insurance,” by C. 
nney: “Life Insurance as a Sav- 
by E. S. Farmer; “Group Life 
Insurance,” by J. R. Brown; “Develop- 
ing and Handling a District,” by J. F. 
McArthur; “My First Year’s Experi- 
ence,” by E. W. McCoy; “My Idea of 
a Go-Getter,” by C. E. Farmer; “Why 
I Sell Life Income Policies,” J. H. Rad- 
cliff; “Developing and Holding a Clien- 
”" by Chris Zoercher; “A Peep Into 
Life Insurance,” by Dr. J. D. McDow- 
ell. 
A banquet was given Friday evening 
at which J. E 
S. Wainwright, local superintendent of 








tele, 


Keene pre sided. George 





the Prudential and president of the In- 
dianapolis Association of Life Under- 
writers, extended a cordial welcome to 


which response was made by A. B. Har- 


ris of Marengo, Ind., president of the 






£100.000 Club Mr. nwright urged |} 
-] all lite in 
ularly be- 


s attor- 

prosecutor 

ress on. the 

dignity protessio1 


Slimmon made 
complimented 


vad a complished 





| 
present management. 
P. W. Simpson closed with an in-]| 


spirational talk on the possibilities of | 


the coming year, urging the 

work with an optimistic belief in thei 
ability to achieve their quotas and to 
exceed them. The agency has adop 
the plan of having its agents submit 


their suggested quotas for the coming 
a 
\ 








| tion will meet twice a mont! 
insurance 


vear by months instead of a lump sum 
for the ear This helps the office to 
check up on results month by month 
dur g the vear 
Provident’s Fair Display 

One of the interesting exhibits at the 
Interstate Fair at Chattanooeg Tent is 
that of the Provident Life & \ dent 
Secretary Cartinhour is present wit! 
display f about 60 policies of the con 
pany and a staff of agents is on hand at 


all times to give information to the put 





lic The company's display signs over 
its section is creating considerable i 
} terest, as a large letter Pp” is in out 
line and filled with pennies a contest 
being on for the guessing of the nearest 
number of pennies required t fill t? 
remaining letters of the world Prov 
dent The company also has minia 
ture automobile which is driven around 
th grounds advertising the automobils 
liability department of the companys 
Life Notes | 
George Nic! s, supervisor of mort | 
gages of the Phoenix Mutual Life Insur- | 
ince Company has just returned from | 
n extended trip through the west, spent | 
in examining the various pieces of prop | 
erty on which the company has mad 
loans. | 
An organization of Pierce county | 
ents of the National Guardian Life was 


7 
formed at a meeting of agents held at 
East Ellsworth, Wis. The new organiza- | 
to talk over | 
matters of interest. Paul Gran- | 
field of Madison, Wis., was present and | 
helped to organize the club No officers | 
were elected, ' 
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Special Series 


UNIQUE MANUAL DIGEST 


Monthly Income Rates 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY—Continued. 


PARTICIPATING RATES FOR $10 CONTINUOUS MONTHLY INCOME, 
Months Certain, Commuted Value $1,814. 


ORDINARY LIFE 
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UNIQUE MANUAL DIGE 
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hown for companies writing a large 
amount of monthly income business 





Published by 


THE NATIONAL UNDERWRITER COMPANY 








Our Agents Have 
A Wider Field— 





An Increased Opportunity 





Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family’s insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males and 





Because we have 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 
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Recently 
THE FRANKLIN 


Life insurance Company 
of Springfield, Illinois, 
entered the state of 


INDIANA 


Life underwriters of Gen- 
eral Agency calibre are 
needed to develop several 
attractive territories in 
that state. 





If you are capable and 
ambitious, let us know 
something about your 
qualifications. Contracts 
are made directly with 
the Company. 


THE FRANKLIN LIFE INSURANCE COMPANY 
has a splendid tradition for “Aggressive Conservatism”, 
and a Co-operation par-excellence between the com- 
pany and its agency staff. More than $130,000,000.00 


of insurance in force. 


Write to the Home Office 
Sprin¢field, Ill. 














THe Chicago National Life Insurance Company 
has special inducements for live agents in Illinois 
and in Indiana, advantageous contracts, standard 


policy forms, home office cooperation and the in- 
fluence of 1200 stockholders in both states. 


Five thousand leads received last month from our 
stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 Seuth State Street Chicago, Ill. 




















Great Southern Life Insurance Company 
DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 


Write 
E. P. GREENWOOD 
President 
Dallas, Texas 


F. W. GRIFFIN 
Supt. Agencies or 
Houston, Texas 
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HOLDING DOWN LAPSES 


Methods Followed by Clifford L. | 
McMillen Agency of North- 
western Mutual 


EXPLAINED BY R. W. FISH 


Part Which Office Manager and 
Agents Play in Keeping Policy- 





holders on the Books 
MILWAUKEE, WIS.. Oct. 17.— 
Milwaukee life underwriters, facing | 


what is probably one of the most im- 


portant problems of today, namely, | 


the prevention of policy lapsing, have 
arrived at several methods of action in 
lapse been 


which hare 


cases, more 
than ordinarily successful. 
Russell W. Fish, cashier and office | 


manager of the 
& Associates 


Clifford L. McMillen 


—_ | 

home office general ! 

agency of the Northwestern Mutual | 
Life, has probably given more time | 


and study to this particular problem | 
than any other underwriter in Milwau- 
kee. The Clifford L. MeMillen agency 
writes new business at the rate of 
$12,000,000 a year and annually collects 


premiums on over $100,000,000 of in- 


surance. Since the collection 
under the personal direction of Mr. 
Fish it naturally devolved upon him 
to introduce a system designed express- 
ly to cope with the problem of the | 
policyholder who for any one of several 
reasons is unable to meet his premium 
payment and whose 
ingly due to lapse. 


work is 


policy is accord- 


Methods Used with Success 


In response to a_ special request 
from THe NationaL UNnpeRwRITER, Mr. 
Fish went into the question of policy | 
lapsing from all possible angles, and 
then summed up the methods by which 
he, as cashier and office manager of the 
McMillen agency, has kept lapses 
down to a minimum. Mr, Fish said: 

“It is well recognized that the taking | 
of an application and the delivery of a 
policy does not discharge the obliga- 
tion of service owed by the agent to 
his client That obligation continues, 
and involves the giving of advice and 
assistance in making changes in the 
contract, which might become advis- 
able at any time by a birth or a death 
in the family, or by any change in the 
policyholder’s financial condition, or 
for any other reason. But perhaps 
the greatest continuing obligation that 
rests upon the agent, is that of advis- 
ing the policyholder how to keep his 
insurance in force, at times when funds 
to pay the premiums are difficult or 
impossible to raise. I say this obliga- 
tion rests upon the agent, because if 
the insurance is permitted to lapse when 
‘hard times come aknocking at the | 
door,’ the policyholder sustains a defi- | 
nite loss which in most instances can | 
he prevented if he is informed as to | 
his full privileges. 


Agent Must Watch Closely 


“During the period of business ex- 
pansion following the armistice. a great 
deal of insurance was taken by indi- 
viduals and corporations who have since 
suffered seriously as the result of over- 
expansion or too great an optimism, 
and who have had consequent difficulty 
in meeting their insurance premiums. 
Clearly it is the duty of the agent to | 
his policyholders to watch his business 
closely and to he prompt with advice, 
information or service that will be help- 
ful to his clients, and at the same time 
be of advantage to himself and his 


lity of 


| If I can get the 


| assumes that 
is the man who will call ‘in a day or 
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company by keeping the business on 
the books. 

“Obviously, the responsibility of 
‘keeping down the lapse rate’ devolves 
primarily upon the general agency of- 
fice, for the simple reason that it has 
the machinery and the equipment for 
collecting premiums. The great major- 
policyholders are reasonably 
prompt with their payments. It is only 
the delinquents—in fact, only a com- 
paratively small number of them—who 


| actually require the personal service of 


the agent. 
Use Telephone Freely 


“I assume that all general agency of- 
fices employ systems more or less par- 
allel in the matter of premium notices 
to slow paying policyholders—a ‘dun- 
ner’ notice ten days or two weeks after 
due, and a ‘lapse’ notice five or six days 
before expiration of grace. The send- 
ing of these notices has always seemed 
to me a matter of routine—of necessary 
routine, to be sure—and that the real 
work of preventing lapses has to be 
done when the danger becomes immi- 
nent, that is, when the grace is just 
about to expire. I do not hesitate at 
that time to use the telephone freely. 
insured to call and 
discuss with me ways and means of 
taking care of his premium, the chances 
are 10 to 1 that he will not lapse. 


Get Personal Contact 


“Sometimes I find 
prisingly prompt results to telephone 
his home, and ask Mrs. B where Mr. 
B can be reached by telephone at once 
in regard to his life insurance premium 
which is past due. Again, a father can 
be expected to have some interest in 
the payment of premiums for his son 
or son-in-law, if the matter is pre- 
sented in the right way and in a manner 
calculated net to wound the sensibili- 
ties of the insured. An employer who 
is known to have the welfare of his 
clerks at heart—and there are many 
such—will often be found willing to 
advance a premium for a faithful em- 
ployee. But before these expedients 
are tried I endeavor to get into per- 


it produces sur- 


| sonal touch with the policyholder by 
| vetting him to come to the office. In 
| 


these davs of liberal loan values, there 
is usually some way to take care of 
the premium, if the opportunity to 
apply it can be created. Every office 
manager or cashier knows that the dif- 
ficulty is not in finding a way to help— 
it is in getting the necessary personal 
contact with the policyholder. 


Type That Needs Personal Help 


“There is a certain type of man who 
says ‘you can’t get something for noth- 
ing,’ and in the absence of ready cash 
lapse is necessary. He 
two’ or ‘when he has time.’ He is the 
man who really needs the personal help 
that the agent can give him only 
through a personal call and personal 
explanation of the privileges available 
to him under his contract. Of course 
it goes without saying that the agent is 
kept posted by the office as to what 
efforts are being made to collect his 
delinquent premiums, so he knows 
when it is time for him to come for- 
ward and do personal rescue 
work 

“Of course, many policyholders can- 
not be communicated with by tele 
phone, and if they fail to respond to 
such efforts as the office can exert 
through mailed notices, the agent must 
always be on the job. 


some 


Use of “Restoration Letters” 

“Finally, if a premium is not paid 
within grace, and the policy thereby 
lapses, we send out to the policy holder 
a letter written in a very informal style 
and signed by the chief as an individual. 
which expresses our belief that he 
would not have permitted his policy to 
lapse unless he had a reason for so 
doing: there was a way we could have 
helped him: we will still be glad to 
assist him to reinstate his policy, but 
before we can help we must know what 
his trouble is, and we have no way of 
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learning this except through him; we 


have begun a letter, which is enclosed— | 


please finish it and 
back to us? We have obtained exceed- 
ingly satisfactory results from the 
of this ‘restoration’ letter. 


won't he 


Some Forced Into “Slow Pay” 
“] have noticed in normal times the 


same crowd of delinquents at premium- 


. ' 
send it 


use 


paying time—habitual delinquents for } 
the most part. But in the last few 
years this has not been so noticeable. 


new factors have entered into 
that many policyholders 
literally forced into the 
‘slow pay.’ High rents, 
salaried men into home 
building in a season of high building 
costs, have been directly 
for some of this. The coal and railroad 
strikes, whose baneful effects reach out 
in sO many directions, and the restless- 


So many 
the situation 
have been 

ranks of the 
forcing many 


re sponsible 


ness and uncertainty of the general 
business situation, are directly and in- 
directly responsible for more The 
men who nowadays are slow in taking 
care of their premiums are not con- 
firmed or habitual delinquents, but are 
men who have been forced into the 
‘slow pay’ army through adverse cir- 
cumstances, and many of them feel a 
sensitiveness that prevents them from 
inquiring how they may be helped. Yet 
they must be shown, if our obligation 
to them is to be fulfilled. And if the 


business is worth putting on the books 
in the first place it is worth the effort 
to keep it there.’ 


Merged Fraternal Licensed 
Mutual Life Assurance 
was ad- 


The Columbian 
Society, a Mississippi fraternal, 
mitted to Virginia last week. The society 
is the result of a merger of the 
lumbian Woodmen of Mississippi and the 
Eminent Household of Woodmen of 


Georgia The latter concern was oper- 
ating in Virginia prior to the merger. 
Because of this, an effort was made to 


Virginia 
entrance 
Commis- 


Mississippi society into 
without payment of an extra 
fee, but the State Corporation 
held that the admission of a new 
company necessitated the payment of the 
regular entrance fee 


get the 


sion 


George Bennett, who formerly repre 
sented the Harold Pearce general agency 
of the Guardian Life in Cleveland, re- 
cently transferred his affiliation to the 


local office of the Michigan Mutual, I. M 


Koch, general agent 





Co- | 


LIFE 


TEXAN FOR MORE SEVERE LAW 


of Robertson Statute Even 
More Drastic 


AUSTIN, TEX., Oct. 17—At the 
coming session of the Texas legislature, 
Senator A. E. Wood oi Granger 
introduce a_ bill amend- | 
law, 
com- | 


State Senator Would Make pti 
| 
| 


will | 
proposing an 
Insurance 
Insurance 
Texas to 


taxable se- | 


Robertson 
require lite 
business in 
treasury 
to operating in 


ment to the 


which 


” 
Will 


panies doing 


de- 
posit in the state 


curities as a prerequisite 


Texas. 
Life insurance companies under the 
present law are required to deposit se- | 


curities in the state treasury equal to 


the amount of their legal reserve on 
Texas business Senator Wood said 
that many of the companies are not dk 

positing taxable securities, but are de- 
positing United States Liberty bonds | 


and other nontaxable securities. 

“These companies should be made by 
law to deposit securities that are tax- 
able Wood, “and I pro- 
pose im my bill to make them place on 
deposit securities that may be taxed. | 
have figured out that should these 
panies be made to deposit taxable se- | 
curities in the treasury, the taxes so paid | 
would amount to over $20,000 annually.” 


said Senator 


com- | 


Senator Wood also plans to change 
the present law so that securities de- 
posited in the state treasury shall be | 


Austin the other 
This is to meet a decision of 


taxable at same as 
property 


the Texas supreme court in the case of 


City of Austin vs. Great Southern Life, | 
wherein it was held that securities on 
deposit in the state treasury shall be 
taxable at the home office of the com- 
pany and not in the city of Austin 
Opens Insurance School 
Creighton University at Omaha, Neb., 
has instituted class mm gen 
nce, sessions to be held one evening 
each week and lectures to be given ut 
der direction of local insurance men. 
The Martin Brothers agency will have 
charge of the lecture work on fire, auto 
mobile, marine and casualty lines, whilk 
the life insurance work will be under 
the direction of the Omaha Association 


ot Life Underwriters. 


PLAN FOR THE IDEAL PROSPECT 


HE Equitable Life of New York 
Says that few men need protection 
against all insurance needs. The 


imag- 


picture of an 
millionaire able to 


company draws the 


inary prospect—a 
pay for any amount of insurance and 
willing to pay the premiums on all pol- 
cies for wh cl he could nd use, In 
such an ideal case the agent might sug- 
gest the following contracts 
I. Chiefly for the Individual 
Protection of the Insured 
1. A policy to pay inheritance and in 


come taxes, and to furnish his executors 
with ready money to facilitate the set- 
tlement of his estat 

2. Policies to protect 
and country home. 

3. Insurance to offset possible shrink 
age in the value 

4. Insurance for 
not to have everything invested in busi 
ness, real estate, or stocks and bonds. 

5. Insurance to provide an income tor 


mortgaged city 


of assets. 
surplus funds, so as 


his own declining years. 
II. Individual Insurance 

to Protect Others 

6. A life income policy for his wife 

7. A life income policy for each child, 
and each grandchild. 


8. An educational policy for each 
child. 
9. Child's endowments to start each 


son in business, and to provide a mar- 
riage portion for each daughter. 

10, Survivorship annuities toT par- 
ents, old servants, or other relatives or 
dependents. 

III. Business 
Insurance 
11. Partnership or corperation 


lor the general 


organization 


protection of t 


(b) Special policies to protect unde- 
veloped enterprises and to strengthen 
and extend credit. 

(c) Policies to protect speci! obliga- 
tions—outstanding notes securities 

, 
i 


Oans, ct 


pledged as collateral for 
(d) Policies to protect mortgaged of- 
hee buildings 


(ce) Insurance to 1 


provide a_ sinking 


fund to meet some tuture liability. 
* * | 
IV. For Philanthropic 
Objects 
12. Insurance to endow a_ hospital, 
asvlum, church, college, school, library, | 


irt museum or a group of charitable or 
educational 

Phe Equitabl 
find a who 
a compl t 
but there are hundreds of thousands ot 


enterprises. 

says: “You 
will carry 
program as the 


1 may never 


full 


man out in 


above, 


such 


} 
| 
| 
people who if properly canvassed can, | 
and will, take several—perhaps a num- | 
ber—of the contracts scheduled above.” | 
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Agents Wanted! 


For Attractive Contracts 


Write to 





J. M. Yoes, 


Secretary 


J. C. Stribling 


President 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 











More Than 1’A Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 
$ 5,614,764 $10,279,663 
371,106 613,615 
49,245,028 89,596,833 





Jan. 1, 1922 
$ 28,295,931 
1,294,394 
265,197,626 


Assets 
Policies in Force 
Insurance in Force 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 


e Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street., Chicago 
Successors to Marcus Gunn, 
Consuling Actuar 











RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 











ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOM 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Lite Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY 


1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CHICAGO 








REDERIC S. WITHINGTON 
ConsuLtine AcTUARY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 











OHN E. HIGDON) ye & Examiners 
OHN C. HIGDON } Renses the, Me 




















HOME LIFE INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, President 
The 62nd Annual Report s Report shows: 
Premiums received during the 
SER Wbcdiieeneenenndaeatendh $6,990,547 
Payments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 


ts . bidadbpawracapneenemeiebecees 4,740,340 
Amount added to the Insurance 

TS SS eeeeeeen 2,121,307 
Net Interest Income from Invest- 

DE cdcsastsenesietinnuereaxeaenes 1,964,050 


| 
| ($642,638 in excess of the amount 
required to maintain the re- 
| serve) 

| Actual mortality experience 53.4% 
of the amount expected 
| 


Insurance in Force........ RARER $223,116,887 
Tee FO rere 43,222,328 
FOR AGENCY APPLY TO 

| W. A. R. BRUEHL & SONS 

| General +‘: 

Central and ——- Ohie and Northers 


entucky 
_ Roome 60) -606 The ‘Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 











THE Nz ATION. AL 


TELLS OF PROGRESS 
BRILLIANT FUTURE PROSPECTS 


President Robinson of Connecticut Mu- 
tual Gives Optimistic Address Be- 
fore Regional Agency Conventions 


A review of the year’s business and 
an outlook into future prospects was 
given by President H. S. Robinson of 
the Connecticut Mutual in his address 
before each of the three regional agency 
conventions of the company in celebra- 
tion of the ending of the company’s 
club year. The progress of the company 
during the year was shown and Mr. 
Robinson spoke in a highly optimistic 


tone as to the prospects for the coming | : 


year. Mr. Robinson said in part: 
The Company's Trust 


“We are in the business of offering to 
insure those who are reasonably entitled 
to be insured and urging them to take, 
in their own interests, our contracts. 
And it is to you men and your associates 
in the field that the company must en- 
trust, and does gladly entrust, its wel- | 
fare in that respect. You have justified, 
and are continuing to justify, that trust | 
in a splendid way in your general selec- 
tion of risks. We certainly do not de- 
sire to decline applications, and mean to 
do so only when a careful weighing of 
all the facts that it is practicable to ob- 
tain in any given case seem to make 
such a step necessary. 

“It is not merely volume of business 
that counts in proving that a company | 
has a capable field organization, though 
plenty of business is an excellent thing 
ior all of us. But it is the character of 
a company’s representatives, and their 
spirit, and sincerity, and industry, and 
ideals, and good purposes that are the 
chief factors. You club men and club 
women who are here are present by rea- 
son of the fact that you have attained a 
certain eminence. You have attained it, 
not by luck (unless in some rare case) 
but by good work; by hard, intelligent 
work. 


Year's Results 


“Up to the first of this month new 
business issued so far this year has | 
amounted to $53,222,180 as against $48.- | 
794,514 for the corresponding period of 
the preceding year. 

“Our mortality experience has been | 
favorable and indicates reasonable wis- 
dom in selection. 

“Our surrenders and lapses, though 
always larger than we would wish (for 
the ideal condition would be to have | 
practically none), have not been exces- 
sive in view of the last few years’ gen- 
eral business conditions, and particu- 
larly in view of the fact that so much 
new insurance written in the latter part 
of 1919 and in 1920 was rather too easily | 
written. In other words, the policy 
holder was not thoroughly sold. Lapsed 
business is expensive business for all 
concerned. The company has taken, as 
you know, some recent steps looking 
owards conservation of existing busi- 
ness and the home office appreciates the | 
issistance and cooperation that the 
fieldmen are furnishing in that connec- 
tion 

“On the whole, 


and looking at busi- | 
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ness conditions generally, may we not 
all properly feel convinced that ulti- 
mately economic laws will assert them- 
selves in most of our troubles, and that 
common sense and character will win? 
May I suggest, if it does not seem too 
much like preaching, that the country 
and the world today need not so much 
merely physical settlements of indus- 
trial and political controversies, and a 
lot of new laws and written agreements, 
but rather an improvement, which I be- 
lieve is coming slowly but surely, in 
our confidence in and consideration for 
the other fellow: that we need, as far 
as it may be subject to accomplishment, 
an elimination of class feeling; an elim- 
ination of national grudges and jeal- 
ousies, with due regard, however, to 
proper protection against de spotic met h- 
ods and future wars: and a deve thom nt 
of a spirit of reasonable and sincere 
‘soperation between individuals, be- 
tween groups of individuals, and be- 
tween nations. 

“The underlying American spirit, if I 
mistake not, is a spirit of tolerance, 
progress, service, hard work, vision and 
optimism:—and, if I am right in that 
surmise, is it not well to hope and be- 


| lieve that that sort of spirit will in the 
| long run prevail over all this globe? 


‘The work you fie'dmen and we home 


| office men have bet ore us is, in a large 


sense, public work. It is beneficient in 
its antago is calculated to inspire 
prospects with unselfish, thrifty ideas 
and it is certainly chock full of human 
interest. It is work that offers an end- 
less field for ingenuity and for the use 
of such brains as we have.” 


Illinois Life to Be Host 


On Nov. 10 and 11, the Illinois Life 
will hold open house for the out-of-town 
insurance executives who will be in Chi- 
cago attending the annual meeting of 
the Life Agency Officers’ Association 
The convention will be held at the 
Drake hotel, which is only three blocks 
away from the handsome new home 
office building of the Illinois Life, now 
more than half completed. On May 1 
of last year the Illinois Life moved to 
its new location at 1212 Lake Shore 
Drive, and on Dec. 1 of this vear the 
structure will be fully compk ted. 
When finishe d. the Illinois Life will 
have one of the finest home office build 
ings in the country Because of the 


close proximity of the Drake hotel, con 


1 ve ntion he ot stage it is expected that 


a large number of officials will inspect 


the lili inois Life’s new ve ha 


Report on Minnesota Mutual 


Examination of the Minnesota Mutual 
Life has ogee 
departments of Minnesota, Colorado and 
Virginia, 7 he examination verified the 
company’s statement as of Dec. 31 last 
Che examiners find: 

“The general system of accounts is 


|very good. The voucher records are 


complete and cancelled checks and 
vouchers are properly filed. The books 


las a whole are neatly and accurately 


kept and prope rly reflect the transac- 
tions of the company. The files of death 


|claims were carefully examined. The 


claims as a whole appear to have been 


| promptly paid upon receipt of proofs 


and in accordance with the terms and 


conditions of the policies.” 





Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 


Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 











completed by the state | 





The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 














Issues the _ best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 

_— SS 








Our Complete Protection 
Combination is the ideal form of 


insurance coverage 

















MR. AGENT! 


Do you care for QUALITY, 
not SIZE? Age, Sound Ex- 
perience, Low Cost, a Splendid 
Record for 70 years? 

Then why not take a General 
Agency in its HOME STATE for 


THE ST.LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 














WANTED: 

lished middle 
developing a strong 
including overriding 


A city agen: 
western company. 


commission 
what companies been connected; [3 


cation. 
National Underwriter. 





AGENCY MAN 


y man in Home Office city by an estab- 
agency force." 
exceptional opening for the rh man. 


as personal producer; [5] omnis as an agency organizer; [6] Edu- 
University man_ preferred. 


*QOne capable of financing and 
Good first year and renewal 
on business of yr teg An 
Give [1] Age: [2] With 
] Reasons for change; [4] Record 


Address B-91, care The 














A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all! its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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| 
| P A. DE LANGE, manager for the | insurance, creating a permanent estat e 
e Guardian Life in Sioux Falls, | instead l are subjects ot 
S. D., has made a success in his more | vital i farmer who s Washington 
than ten years of experience in rural | hit the stone wall in recent years. The 
districts and gives someé pointers On | arguments and hgures we can present e 
ethods to be used in such sections of | to him almost unl ted 
he field, commenting as follows: and the country agent who fails in fol Life Insurance 
“Selling insurance in the rural dis- | lowing up his new avenue is losing the 
ricts requires the same close applica- | cream of the tarmer’s business. Never 
tion and systemized work as in the city. | in my experier the dirt s 
Definite working hours and days must | so sick of dirt-i ents as they a ompany 
be adhered to if you expect to reap the | now, and ; surance estate « 
largest results. The interview is of a/| be featured good ntag 
different nature, it is true, but plans for f iarmers have bo h | W 
the interview with the farmer must be their policies \ big & ar eston, . Va. 
made as definitely and systematically se loans will not | 
as for the city prospect. You find | repaid for some time to com: Sell : 
among them men who are as _ cold- | additional insurance to cover the loans. 
blooded as any city man; they are less | The country agent could easily select a HARRISON B. SMITH, 
polished, as a rule, and for that very | list of policyholders from the managet “Where there is no Vision President 
reason often more tact, resourcefulness | who made loans and sell them an add the People Perish’ 
and patience are required to close the | tional thousand or two, pointing out the 








business, to say nothing of the danger | advantage in taking more insurance now 


at: ‘| ARE YOU SEEKING STRENGTH? WE HAVE IT. 


tion to move to greener pastures. OME of the nanv wavs of gainine 





impor nt point ft vant re 


“To avoid such a display and possibl ny 





physical damages, my advice is Fin work, the confidence of the 

out all about your man first, his finan- | client, are told by A. Stanford Wright R 7 

gaggle oo wear S. whet, kis | of a man . the Massachusetts Mutual at Boston $153.00 in Assets to each $1,000 in insurance 
> $26, rether e loves fis tamil sis who says: ° ° 

al gp cong- ye yng oe gg pie og a a , $126.00 in Reserve to each $1,000 in Insurance 

family connections. Is he a man who | one’s clien s is synonymous wi 


buys everything that is presented or | ability to rer ler service. Service is CAPITAL AND SURPLUS, $300,000.00 


will he weigh your arguments thor- helpfulness. Of course the way you and 


oughly before he buys? Is he in debt | I and all other life insurance 1 n ane = 
or has he money in the bank? Is he a; women can best render service is by) ; 
faithful church member or does he play | presenting a life insurance program that Are you seeking Power of Endurance? We have it! Seventeen 


a game of poker now and then? In | exactly fits the requirements of an it Years of Age, and a Veteran of War and “Flu” and Reconstruction 











fact, you must find ont everything about | dividual; but tl sis not the only wa without strain or need to refinance. For an Agency with Liberal 
the man, his family, his character and | 1n which we can be helpful. There “ ; 
his circumstances in order to present a | many little acts which we can perfor Contract, address 
rogram of arguments that will appeal | cach dav which will show those for . 
ee ee 1 ae dee i ek ae See ERNEST C. MILAIR, Vice President and Secretary 
farther apart than in the city, and there best interests at heart. Sometimes 
fore are more expensive to solicit, and | wonder whether I am running an er 
it is absolutely necessary to close one | ployment agency or whcther | 








out of every four you interview if you | the life insuran DuUusiness Help a1 
wish to accomplish the desired results. | to find and secure a job, suggest to hin 
Therefore, detailed information before an idea which will give his advertis 
hand is essential. ments or circulars more pulling power 
“The farmer is easier to approach for | point out a new market or a new cus- 


an interview than the city man, but | tomer tor his goods—do any one of a 


harder to convince, for the simple rea- | dozen helpful acts—and he will give you 
son that at this date very few farmers | his confidence. Show him that you art 
ppreciate what a policy contract is. seeking to advance his interests, and he as 











Details of the contract must be gone will realize that the life insuran¢ propo 

into to create a desire in his mind for a | sition which you are advancing to |} 

policy. He is afraid of beautiful docu- | !s also going to be something that is for 

ments on general principles. This fear, | his advantage. OFFICES 

no doubt, is due to the fact that for “Be a friend to him in his troubles 

— the smooth sale sman — made real ne "i ron er your own to hin l. DALLAS, 411-415 Magnolia Building 
| the tarmer the ‘goat tor a sorts ol nd, abov all, when you sell hi his 
wildcat propositions. He is suspicious lite imsurance, sell him well—tl right CHICAGO, 29 S. La Salle St. 

and must be shown that you are repre- | amount, the right kind, the right dis 

senting something worth possessing o tribution of the income ) this and 

he will never pay the second it you will always be le to go | 

which, of course, is not onl him as end and b le to t 











able for all concerned, but, l 

demoralizes the business ° ° 

cost, if possible, until the tin N commenting on the stabilizing and Prompt Service From Both Offices 

ing is at hand. By nature a farmer is creating of couniry business J. O . 2 

always interested in what an article | Westervelt of the home office agency Maximum Security to Treaty Holders 

costs. Explain the policv: appeal to} of the Pacific Mutual Life, has giv 

his sense of duty to himself and family the following as important features in 

ask him about his health, and family | the work A. C. BIGGER FRED D. STRUDELL BERT H. ZAHNER 


history. It will set him to thinking “There is no secret or black mag President Secretary Chicago Manager 








and when the desire is once created, the in selling country business. It n : MORTON BIGGER 
payment of premium can be gone into | the san e work a constant effort as Assistant Secretary 
without fear of losing him. in the city. Yet personal attention is 

“Tust now, debt insurance, mortgage | more essential in the country, as tl 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Seeretary LA FAYETTE, INDIANA A. E. WERKHOFF, President 
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National Temperance Life Insurance Company 
Now being organized—Capital Stock $100,000 


A RARE OPPORTUNITY 


For men of character and ability who 
know Temperance people and who can sell 
Life Insurance and Life Insurance Stock 


The men who qualify now in the sale of the stock of this Company 
will be preferred as 
STATE MANAGERS 
when the Company is organized. 
HERE IS YOUR OPPORTUNITY—CAN YOU QUALITY? 
Give experience and references. 


JOHN D. KNAPP, Organizer 
30 N. La Salle St., Chirago 


Write for particulars. 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 





Reliance Life Insurance Company of Pittsburgh "*pej3.2e"* Pittsburgh, Pa, 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ““c MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT: BaiCa7 \ne: 
Openings OHIO, IND., KY, MICH. and W. VA. Write Columbas ! 
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OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 











Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 
1416 Mallers Building 
Chicago, Ill. 


Manager of Agencies’ or 


111 No. Broad Street 
Philadelphia, Pa. 








prospect and the policyholder do not 


have the same facilities for obtaining 


| information as city folk. 





“The agent in the country should be 
known as ‘the insurance man,’ and his 
methods of operation should inspire 
such confidence that the people will 
always feel free to place their insurance 
interests in his hands. He should always 
remember that he is the company in 
their eyes, and should be prepared at 
all times to render service to his policy- 
holders. 

“To that end he should 
himself as to local conditions and keep 
himself well informed in this connec- 
tion, for he will find many opportunities 
to give service in lines other than in- 
surance, thus adding to his number of 
friends and later to his business. 

“The country agent is wise in con- 
necting himself with as many local or- 
ganizations as possible. This gives him 
an opportunity to meet men socially 
and in civic or charitable work, and be- 
come known to them under the most 
favorable conditions. 

“Country people, as a rule, like to 
talk about what interests them. li the 
agent is a good listener he will have 
many an opportunity in this connection 
to ingratiate himself with his prospect 
and create a favorable atmosphere for 
the presentation of his business when 
his turn to talk comes. 

“One of the greatest menaces to 
country business comes from the high 
pressure, intermittent agent, who makes 
a hurried trip through your field, and 
as he does not plan to return, is often 
not very particular as to veracity so 
long as he picks up a goodly amount of 
business. Yet the agent who has forti- 
fied himself with his clients by always 
pursuing clean and honest methods and 
establishing a reputation for depend- 
ability, has not much to fear from the 
disturbing influence of the twister.” 

* * 


familiarize 


| yaa B. THEBAUD, with the 
Massachusetts Life in Buffalo, tells 
of the methods used in his office for 
the increasing of old policies, great re- 
sults having been obtained by them. He 
said: 

“We try to keep in touch with our 
policyholders. During Thrift Week a 
letter is sent out to every policyholder 
within soliciting distance. We ask him 
to give all of his life insurance needs 
consideration on Life Insurance Day. 
These letters are followed by personal 
calls and active solicitation by all of 
the agents in the territory. 

“We watch the change of age records, 
sending out circulars to policyholders. 
Lately we have obtained better results 
by giving this information to our agents. 
We try to pick out the man for the 
business by his fitness for the particular 
case, locality, etc. We give the agents 
the benefit of changes of age on their 
own clients as well as other business. 


| Where the case needs me, I call on the 


man personally. These cases pass over 
my desk. When I am out of town, the 
clerical force uses its best judgment. 
“Agents are given copies of letters 
when checks are sent out in payment 
of dividends on paid-up policies and 
everything else that can be attended to 
personally and thus help them to secure 








HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Policy Holders Service to Agents 


Live Up-to-Date Policies Ordinary Life 


H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director 





MUTUAL LIFE OF ILLINOIS 


An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 

Limited Payment and Endowments 

4 A few good openings for good live producers in Illinois. Correspondence Invited. 

JAS. FAIRLIE, Vice-Pres. and Actuary 


Service to the Public 





DR. J. R. NEAL, Sec. 




















new clients and render service to old 
policyholders. 

“We are endeavoring now to establish 
in Buffalo a system similar to that 
used by T. R. Fell of New York, 
whereby clerks can use more of their 
time in looking over carefully all of the 
records and give them out to 
agents keeping an account of each 
agent’s work so that we know the kind 
of cases to give each one and establish 
a follow-up. We instruct representa- 


policy 


tives how to increase the insurance on 
present policyholders. 

“Present policyholders can be induced 
to buy additional insurance by suggest- 
ing that their present insurance be put 
on a monthly income basis, except a 
portion for business purpose and pay- 
ment of current bills, etc. The protec- 
tion for family and the insured himself 
should be on the income basis.” 

. 


HE passing of three old types of 

unschooled salesmen and the replace- 
ment of modern selling methods for the 
old crude style of approach is seen by 
Col. H. L. Archer of the Pacific Mutual 
in San Francisco, who comments as 
follows: 

“It is a steady flow of sales letters 
and company publications from the 
home office, and frequent sales confer- 
ences between salesmen and company 
officials that has done most to bring 
about the desired results. It is by such 
methods that the salesmen who actually 
present the company’s stock in trade to 
the public unconsciously acquire the 
higher ideals and methods desired and 
inspired by the company officers. In 
this manner every representative has an 
opportunity to learn the actual difficul- 
ties and obstacles which the company 
officers have to consider when adopting 
what they find to be the wisest and 
safest methods for all concerned. 

“The sales forces are taught the good 
points concerning the stock and learn 
that there is a perfectly sound reason 
for the things they would otherwise 
waste their time grumbling about and 
trying to apologize for. All having a 
complete understanding, they move out 
with a solid front, speaking the same 
language, and with an_ enthusiastic 
loyalty without which there cannot be 
success. The man who cannot keep 
abreast with the front line under these 
conditions should take stock of himself 
and see what is wrong, for if he does 
he must know that his real obstacles 
are within. 

“You all can remember one or more 
of three types of salesmen who have 
been almost completely eliminated by 
modern sales methods. 

“There was the bulldozer, who knew 
very little about his stock in trade, and 
who, wearing a badly mutilated cigar 
stub, varied-colored clothes, and spats, 


bluffed his customers into giving 
orders. 
“Then there was the wise one. who 


knew just why his company’s stock was 
not quite so good as the competitor's, 
and used all of his rhetoric in making 
apologies to the prospective customer. 

“Then another was the timid, weak- 
kneed salesman who, even though he 
knew his stock well enough, could not 
stand squarely on both feet in front of 
a customer and carry on a comprehen- 
sive discussion concerning what he had 
to sell. 

“By the modern educational methods 
the uncouth is soon made over, or lost, 
the wise one, having nothing to apolo- 
gize for, eliminates himself, and the 
timid takes on strength, for he knows 
there is strong support on the part of 
the company officials close at hand.” 


Jay Allen Fisk, assistant manager of 
the Aetna Life at St. Louis, was the 
principal speaker at the weekly lunch- 
eon of the sales managers bureau of the 
St. Louis Chamber of Commerce last 
week. His subject was “Golf and Sales- 


manship.” 
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| EXPRESS VARIED VIEWS 


Rates Reduced PART-TIME MEN DISCUSSED The Home 


Division of Opinion Among Company 
Men and General Agents at Pitts- 




















The Home is the greatest of all American Institu- 


burgh on Question b ae 
tions. Most homes are mortgaged. The holder of 


Premium rates reduced 





September, 1920 | pirrsrur _—* telly 
* ar ° . Pt PITTSBl ry PA., ot. Bee \r- the mortgage demands fire insurance to protect 
> guments tor an against the part-time . . . - . . 
_All leading forms of poli | soma gn Nicene Bag 9 Piya sc ag his interest in case of fire. It is even more import- 
cies written. | life insurance men @ Pittsburgh. While ant that the mortgaged home be protected through 
Best of contracts to || otic man, providing he produces a life insurance. Every income-earning man and 
agents. | certain amount of business in a year, woman should be insured. 
| others are of the opinion that the part- 
ime does not devote 10ug ) sh e Somes 
, Twogeneral Agenciesopen bs gp Peep hoes not devote enough of The Mutual Benefit has a plan to relieve the 
in Iowa | his time to insurance writing to justify 7. pre 
° his employment. family of worry about the mortgage. 


The E, A. Woods agency has a plan | 


whereby the part-time man is eventu- 


}ally made a tull-time man. When an 
|applicant is given a contract by the 


| 
] 
| 
| 
| 
| agency, he guarantees that at the end | 
| 


Write for information. 
LOUIS H. KOCH, President 


National American || © the conract, which usually is ior six | INSURANCE COMPANY 


| months, he either will become a full- | 


. . 
time man or will not renew his contract. Organized 1845 
Life Insurance Co. | J. R. Westermann, assistant to the sec- | 
retary, says this method insures the ap- | NEWARK, IN. de 
Burlington, lowa plicant a livelihood while he is deciding 


whether he will continue in the insur- 
ance business. It also is a sort of train- 
ing for new material, he says. The 
“THE COMPANY OF CO-OPERATION” || agency has discontinued offering con- 
tracts to part-time men in the city, but 
do have them in the outlying districts. . ° ae 

DES MOINES Frank A. Wesley, gereral agent ior || Life Insurance Company of Virginia 


the Columbia Life, asserts a part-time | 3 Aah 
: Richmond, Virginia 


| IFE AND man should write at least $25,000 worth | 
, of business to insure his retention. If | Oldest, Largest, Strongest Southern Life Insurance Company 














Organized 1871 


























AN ITY a “a hea mayne Ww sn = < Sega ne | Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
a > 1 fr ae wees i . Wea — = $50,000.00 and Industrial Policies from $12.50 to $1,000.00 
aroppec rom ne ious, esiey says 
COMPANY the employment of part-time men is a | Condition on December 31, 1921: 
good move on the part of insurance | = 91 
companies, as they will gather a quan- | ae; 2 *pippabebibason cbaebeets oluki sites Ledainn ian seipt Cc aas vertu aas iets oF Oa ee te 
Ww ill i h hole f ty! tity of business the full-time man would Capital and Surplus ~All ith Niel natn Seah IS Pe oS he '* “"3'199/303 09 
ew nsure the w ! ’ ee | GB OUTPIUB. 2 see reererrenrrrewereereaseeeeaeenseaenes . . 
fin tin — — be unable to reach. Fmausnmes im Foros. ...........cccccssccrcccccccsesesccececes 214,188,461 00 
y plan, any age, either sex! ae har eee ee Oe Payments to Policyholdiers........cccsccccccsccccsscccccccceces 1,897,435 45 
wh ee i het Total Payments to Policyholders since Organization............. $27,720,705.42 
vere a life insurance policyholder JOHN G. WALKER, President 
This ts nner oa a accepted paid-up insurance when he - ; 
appreciate Chess Cape. went into the war, the beneficiary can- 
not recover from the company, which —_—— = - — —a = ~ 
If it appeals to you, write later decided to pay all war claims in 
full. This was the decision of the F ’ 
Kansas supreme court in the suit of Mrs, || Incorporated in 1862 in the Commonwealth of Massachusetts 
Bertha A. Green vs. Bankers Life of | 
HOME OFFICE Nebraska. The supreme pon ev vd ii Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first sigan 
2 : , at Hl I : - t reve ’ of the Declaration of Independence. 
DES MOINES «8.7 Bidg.) IOWA me oreer =e lower court and sent the | }} In 60 years it has grown to be the largest fiduciary institution in New England. 
Case back for a new trial on the ques- | }} Policies made secure by reserves maintained on the highest standard with an adequate Con- 
tion of whether or not a banker was tingent Fund providing protection against all emergencies. Total Assets, $239,693,000; Policy 


holders’ Reserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 
Policy contracts include all equities and options. 


hrough agents. Information Ze 
tter in- 


ailable at any time through the JAL 
me Office of this Company. E INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


the real agent for Green. | 
TERRITORY Green had a policy when he entered 
IOWA SOUTH DAKOTA the war. The banker wrote some let- 


| 
ters to the company regarding it and | 
4 









finally accepted for Green a paid up 
policy for $150 in lieu of the policy for 








$1,000. After the war the company 


The Accumulation Policy | agreed to pay all war claims in full and | 
is a combination of insurance || the beneficiary brought suit to collect | 
Aion : | the full amount. The supreme court 

and investment in a new sense. | held that there was no fraud involved . ? 
Specimen Rate . . it “ae not clear that the banker WA NT ED : District Managers , 
vad the authority to act as Green's 
Age Do ceess $31.90 per $1000 | agent. If the banker had the proper Lima and Cincinnati, 10 
The continued payment of the | authority then the company won the Write for further particulars. Here’s an opportunity for a good man 


rate creates increasing benefits | case, to get in on the ground floor with a progressive 
each year. As a seller it has no Reap young Ohio company 


competition. Write us about it. erin ae ee ~ a ne 
NATIONAL LIFE ASSOCIAT’N | Wisconsin iaeurance ceemabenianes tne ADDRESS B-60 
been elected a director of the Wisconsin Care of the National Underwriter 


Des Moines, lowa Anti-Tuberculosis Association, holding 
its annual meeting in Milwaukee, 
































FEDERAL UNION LIFE A POINT IN YOUR FAVOR 


a The Grange Life is an opportunity for live agents. — They have that opportunity of selling 

bee Seat teeeel a: eer Setdocstion a policy lower in cost than many others and can still go into any community, confident in 

booklet the knowledge that the protection they offer cannot be bettered nor the company they 
“Suggestions for Increasing represent be outdone in service. 


Your Income” 
me Bag on ne east op snes GRANGE LIFE INSURANCE COMP ANY 
Accident Agent in LANSING, MICHIGAN 
Ohio, Illinois and Kentucky N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 1. D. WALLINGTON, Supt. of Agents 




















THE NATIONAL _UNDERWRITER 








In November 


All up and down the great central plains region, from Canada 
to the Gulf, comprising those fertile states in the field occu- 
pied by NATIONAL FIDELITY LIFE, November will 
find the granaries and corn cribs filled to bursting; cellars 
filled with fruits and vegetables; live stock fattening ready 
for market at top prices, material prosperity evident on 
every hand. 

It is to these thrifty, progressive, sane-living communities that 
NATIONAL FIDELITY Agents will carry in November a 
message of “BETTER SERVICE” for ALL their life insur- 


ance needs. 


These Agents go to this pleasant task with the utmost confi 
dence, knowing that they have superior “tools”; that their 
goods are fitted to every possible insurance need, and that 
back of them is an interested and intelligent Home Office 
cooperation that largely assures their success. 


Double Indemnity and Total Disability features free from 
restrictions, broad in coverage. 


Junior “Thrift” policies in force for face amount from date of 
issue on boys of ten and up. 


For Agency opportunities in the great Middlewest and 
Southwest, address 


NATIONAL FIDELITY LIFE 


INSURANCE CO. 
Ralph H. Rice, President 
Sioux City, U. S. A. 














Founded 1865 


THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


Penna. 


Provident Endowments protect against the Economic 
Loss caused by the Termination of an insured’s Produc- 
ing Power through Death or Old Age. The new Dis- 
ability Clause adds protection when the Producing 
Power is terminated prematurely through Total and 
Permanent Disability. 


Endowments in the Provident mature on the average 
approximately at 65. Between 25 and 65 the expectation 
is that one person will be totally and permanently dis- 
abled for every six persons who will die. 


When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without af- 
fecting other policy benefits, premiums are Waived anda 
Disability Income commences which (the Disability re- 
maining permanent) continues for life and does not cease 
when the Endowment Matures. 


Fourth and Chestnut Streets 
Philadelphia, Pa. 











DAY AGAIN TO HEAD 


CHICAGO ASSOCIATION | 


(CONTINUED FROM PAGE 1) 


pected to see 10,000 life men assembled. 
Furthermore, the Chicago association 
is behind Mr. Day to a man and is as- 
sured that his indomitable zeal and 
energy will enable him to carry out his 
plans. 

Suggests Membership Plan 


One constructive suggestion made by 
Mr. Day was that every manager fol- 
low the plan of fully equipping his new 
men when taken on, by doing two 
things, one required by law, the other 
by the welfare of the business. Mr. 
Day said that each new man should be 
presented first with his state license, and 
second with a membership for the un- 
expired year in the association. He said 
that this is only fair to the man and is 
giving him the best start in the business 
that could be given. Later in the eve- 
ning Mr. Day spoke briefly on the pro- 
posed amalgamation of the Chicago 
Life Insurance Field Men’s Club with 
the Life Underwriters’ Association, say- 
ing that a formal invitation had gone 
out to the club and that it had been 
well received by several-members. He 
suggested that all those who are mem- 
bers of both organizations use their ef- 
forts to achieve the amalgamation, as 
the joining of efforts of the smaller or- 
ganization with the big body would 
only benefit all. 

Election Under New Plan 


The annual election was unique this 
year, in that it represented an actual 
ballot of the entire membership. A list 
of all association members had been 
sent to the entire membership with a 
return card, on which the names were 
placed for the election of a nominating 
committee. The five highest men were 
instructed to draw up two tickets. The 
nominating committee, which consisted 
of Jules Girardin, Phoenix Mutual; E. 
C. Platter, Massachusetts Mutual; 
Harry C. Coffeen, Northwestern Mu- 
tual; E. A. Ferguson, Union Central, 
and Julius H. Meyer, New England Mu- 
tual, presented two tickets, both of 
which were headed by Darby A. Day, 
which indicated that there was only one 
man in the minds of the committee. The 
remaining nominees differed throughout 
and the vote was very close. The ticket 
which won was composed oa: HH. 
McNamer, Equitable of N. Y., vice- 
president; Harper Moulton, Provident 
Life & Trust, secretary-treasurer, and 
the new members of the executive com- 
mittee, John A. Dingle, Massachusetts 
Mutual; E. J. Faltysek, Northwestern 
Mutual; Jens Smith, Pacific Mutual, 
and Carl Joseph, Mutual Benefit. On 
the other ticket John Dingle was nomi- 
nee for vice-president and H. D. Linin- 
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| he believed this to be the commence- 
| ment of the greatest year for life in- 
surance ever enjoyed in Chicago to be 
climaxed by the National Association 
convention. Alfred Holzman of the 
Equitable of New York reviewed the 
benefits of the Toronto cenvention, hav- 
ing been there, and said that the Chi- 
cago gathering can be made the great- 
est ever held. I. B. Eberhardt of the 
Northwestern Mutual, in his remarks, 
said that there is a great opportunity 
for publicity and the teaching of the 
beneficiary of the true position and 
value of life insurance. Julius Meyer 
of the New England Mutual closed the 
meeting with a stirring appeal for even 
greater attainments, saying that the 
power of enthusiasm will easily carry 
the membership mark over the 1,000 
mark. Mr, Meyer closed with a tribute 
to Mr. Day and his work. 


MASON’S ANNUITY REINSURED 


Southern Fraternal Taken Over by 
Southern of Nashville, a Stock 
Company 


The entire membership of the Mason’¢ 
Annuity of Atlanta, which is now in the 
hands of a receiver, will be reinsured 
by the Southern Insurance Company oi 
Nashville under the group plan, without 
physical examination. An order approv- 
ing the reinsurance has been issued by 
the superior court at Atlanta. As it is 
uncertain how much of the assets in the 
hands of the receivers will be found to 
belong to living members, the Southern 
reinsures them without receiving any 
part of the assets in litigation. It will 
receive 90 percent of all dues paid in 
since the appointment of the receivers 
last February. 

The Masons’ Annuity operated on the 
fraternal assessment plan, while the 
Southern is a legal reserve company, 
conducted on the stock basis, and has 
heretofore confined its business to in- 
dustrial life, health and accident lines. 
R. KF. Edwards, former supreme secre- 
tary for the Masons’ Annuity, has been 
appointed manager of the southern de 
partment of the Southern, with head- 
quarters in Atlanta. 

Che Southern is now licensed in Ten 
nessee, Alabama, Georgia and Kentucky 
The Masons’ Annuity, which insured 
nembers of the Masonic order exclu- 
sively, was operating in Georgia, South 
Carolina, Florida, Alabama, Mississippi 
and louisiana. The Southern will ap- 
ply at once for admission to the states 
in the Masons’ Annuity field where it 
is not now licensed. Mr. Edwards will 
have charge of the ordinary branch ot 
the Southern in all the above states ex 
cept Tennessee, Kentucky and Louisi 
ana. The industrial branch of the com 
pany will be continued as heretofore 








ger, Northwestern Mutual, for secre- | 


tary. 
Cox Made Life Member 


P. J. Cox, formerly of the Pruden- 
tial, was signally honored, being elected 
to a life membe rship in the association. 
Mr. Day said that he had been always 
faithful in attendance, even in the years 
since his retirement, being so wedded 
to the business that he continued his 
membership and his active participa- 
tion in association activities. Mr. Cox 


Hamilton Back at Work 


Isaac Miller Hamilton, president of 
the Federal Life of Chicago, is able to 
be at his office again for a few hours 
each day. Mr. Hamilton received pain- 
ful injuries in the automobile accident 


| recently which resulted in the death of 


is one of the veterans of the business | 


and has been a member of the associ- 
ation since 1886. He responded with a 
few words in praise of the association 
and urged each one to co-operate in its 
work for an achievement of the great- 
est results. There were several other 
short talks by former presidents and 
veterans in the business, Peter J. Kraus 
of the Metropolitan, for 32 years an as- 
sociation member, being one of the vet- 
erans who spoke at length of the or- 
ganization benefits and especially of the 
great strides made by Mr. Day in his 
building of the association. L. Br — 


Bishop of the Massachusetts Mutual, 
former president of both the Chicago 
and the National Association, 


said that 


| 
' 
\ 


Mrs. Hamilton. Mr. Hamilton was 
given an injection of anti-tetanus serum 
the effects of which were rather dis- 
turbing. However, he was able to be at 
his desk for a short time on Friday and 
Saturday of last week. He is recover- 
ing steadily, and hopes next week to be 

ble to resume all of his old respongi- 
bilities and duties 


Progress of Capitol Savings 


I’. C. Rosche, district agent in Cin- 
cinnati for the Capitol Savings Life of 
Columbus, reports that he is making 
rapid and satisfactory progress in in- 
troducing this, the youngest of the Ohio 
companies, in his territory. The Capi- 
tol Savings Life was licensed by the 
Ohio insurance department last Janu- 
ary, 1922, and Mr. Rosche states that it 
now has more than $2,.000,00C of busi- 
ness on a paid for basis. 
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| MODERN 


BUSINESS GETTING METHODS — 








Be On Right Track, 


Face Right Way, 


Have Power and Destination, and Work— 


Then the Unexpected Will Be Achieved | 


BY ERNEST W. OWEN 
Detroit Manager, Sun Life of Canada 


UST where do you stand? Last New 
Year’s Day I was walking down the 
street to the car line and I had been 
wondering what I was y ll 


to talk 





oO 





about to my men. I thought we would 
start the New Year right: I thought it 
was just a grand good day to start a | 
new program, The men all came to the 


You have heard people in this business 


| say, “No chance.” What chance did 
| James Garfield have in the old log 
cabin? What chance did Abraham Lin- 
|coln have in the woods of Illinois? 
What chance did that littl Welshman 
have, Lloyd George, born in a tiny 
Welsh village, in poverty greater than 
that of the Babe of Bethlehem; he and 
his brother said to have had one egg 
between them on Sunday and meat 
once a week; brought up by the village 


meeting 100 per cent. I had been pon- | 

dering what sort of a message I should 
ring to my organization that day, but 

somehow I couldn’t seem to get the 


thing. 
ful “Peter Witt” cars coming 
{ and I said, “Here is my 
thought, the first thing al 
car is it must on the 
secondly, it must face the 


' ; 


iown 
text.” |] 


a street 


> x 
aCh, 





be 


and third, it must be connected—have 
power—and fourth, it must have a des 
tination. That was my text nd by 
jemminy it’s a good one, if I do say 
vself! 
Right Track Means 
Correct Mental Attitude 
Being on the ight track what does 


mean? Having the right mental 


I told 


that 


ittitude, doesn’t it? a story at the 


Then I saw one of those beauti- | 


And yet, when he went up 
at 18 years of age, he said, 


| - 
akcr, 


London 


shoen 


to 


| “If pluck and industry will get me a 
| place in that building I am going to 
get there.” He went back to the village, 
but with a new purpose, a fixed con 


National Convention here last year 
which I shall repeat. When I was over 
in France it was one of my privileges 
to go to the city of Tours. It is a beau 
tiful city and the people are lovely—they 
speak the most exquisite French ind 
it was on the loveliest river of France, 
he Louvre. Che river is dotted with | 
the most exquisite shadows but the 
thing that interested me the most was 


a little bronze Statue, av dow! 1 


the square. On that statue I found 
these words, a think therefore | am 

I think: therefore I am on the right 
track As a man thinketh in s heart 
so is he If you think big things, if 
vou think fine things, if vou nk an 
itious things, if you think good things 
that is the kind you are going to be 
You are oing to be big. you are go 
ng to be fin vol ire going to he 
sweet. But oh! if vou think the weak 
the worm-like things, vo re go 
t be a worm 
Must Also Face 

the Right Way 

Chen, face the right vy Wi it ck 

mean by tl An old ge lived 
on the mountain side \ young man 
came up there once and said to th 
sage, “! have suffered a disappoint 

ent and life has lost its sunny out 
look. ] have come to you for advice 
And the old sage said, I have ved 
many years and I want to give you 
this message make the most of the 
things that come and the least of things 
that go.” Forget what is behind, and 
vith an upward look go on 

Burn your bridges behind vou. This 
husiness in which you are engaged is so 
big and so wonderful that vou cannot 
afford to monkey with anything else 
Caesar, you know, when he landed on 
the shores of Great Britain after many 
eas of trying, burnt his ships in the 

cs ot ls men Phere as no link 

etreat left: there was no ck door 

open. There was only one tl to d 
that was to go on. And to the vouns 
man in this business, there is so much 
in it that is bie and wonderful.—forget 
everything else, burn your bridges b 
ind you and go on Face the right 
Va\ and then have 1 wer: he con 
nected 


heard 


You have 
“No chance.’ 


Make opportunity ! 
say, many a times, 





| 
| 


| 


| 


If you are connected, if you have power, 
you won't say, “No chance.” You will 
just through. 


go 


A Destination and 
a Vision Necessary 


Then, have a destination; have a 
vision. Strive for the unattainable, and 
then, if you are the right sort of a 
| fellow, you are going to do the un 
; CXp cted. 

It was my privilege to be camped 
lon the battle field of the Marne, and | 
slept many nights among the graves 
of the brave men who in 1914 listened 
to that message of General Joffe, as 
he came down through the ranks of 
the French army: “They shall not 


; 


Close by there was a little vil- 


pass ” 


lage which will always be famous in 
the world’s history, because a certain 
general, a diminutive little fellow, sent 


a message one day when the battle was 


at its height, when everything seemed 
to be going against the Allies,—sent 
this message back to his chief “My 
left is badly shattered, my center 1s 


Ernest W. Owen, Detroit manager for the Sun Life, gave an address 
on “What Time is it, and Where are We?” before the October meeting 
of the Cleveland Association of Life Underwriters last week, the sub- 
stance of his address being the taking of stock on personal qualities in the 
field work. His talk was inspirational and emphasized the necessity of 


making opportunity for self. 


Saying that there is no such thing as chance, 


Mr. Owen showed some of the ways in which a man can direct his destiny 
toward opportunity and develop his business getting methods for success. 


it, 
pur- 


focused on 
his life to the great 
to-day—without fear of 
| say this perhaps the 
What chance 
nake opportunity! 
was asked 
had opportunity 
“Oppor- 


centration, everything 
consecrating 
He is 


pose. 


contrad! 
t 


once 


city. 
nake opportunity.” 


HOME OFFICE 


selling points were 
S brought ovt in the Mutual Benefit’s 
so-called home clinic 
conducted for staff employes interested 
in selling life insurance A. build- 
ing and loan secretary who is 
nember of the clerical staff of the Mu- 
tual Benefit told of his experi- 
as follows 


OME excellent 


office sales 


selling 


ences, 

“IT am connected with a building and 
loan association and many of the men 
make their deposits through me. Some 


in- 


also a| 


| be 


etc 
| his 


of them carry five or ten shares. I 
vestigate them and find out their re- 
sponsibilities I find some men might 
just as well be carrying twenty-five 
shares. I try to interest them in more 
building and loan. Then I say to them: 
‘I hope you have made some arrange- 
ment so that if anything happens to | 
you the provision you are making 
through building and loan will surely 
be accomplished. You will be inter 
ested in a memorandum experience of 
my own building and loan and life in- 


I show him what I have done 


surance 


in my own case and then I ask him if 
he wouldn't want me to prepare him a 
similar statement If he agrees I say 
to him ‘In order to do that I must 
know your wife’s age, your children’s 
ages and your approximate income in 
rder to prepare a definite program for 
you This definite proposition very 


to good business 


* ~ 





> took up the development of 
The discussed 


in interview 


< first case 

was that of a prospect 41, wife about 

38 with a child about one vear old. The 
| man was in the dairy business for him- 


| is opportune for an attack.” 


is broken; the time 
And, gath 
to 
first 


tired out, my right 
his torces 
made the 
of the Boche army, 
var The war was won 
1914 when little General 
unexpected. 

right track, face 
destination—and 


of 
and 


remnants 
attacked 
the lines 
won the 
that day in 
Foch did the 
Be on the 
way have a 


ering the 
gether he 
break in 
and 
on 
the right 
work 


SALES CLINIC 


| self and regularly deposited $100 a week 


|} in a savings bank He owned an ex- 
pensive automobile, fully insured As 
suming that the Mutual Benefit sales- 


man had Mutual Benefit insurance him- 
self it was suggested that this prospect 
engaged in casual conversation at 
the first opportunity, leading the dis- 
cussion around to investments, bonds, 

The salesman could then refer to 
own insurance somewhat like this 

“My company holds a sum of money 
for the benefit of my family or my own 
old age on which I pay about four per 
cent interest annually. The company 
pays me dividends to reduce this 4 per- 


cent. If I choose to allow the dividends 
to accumulate it would be reasonabk 
for me to expect to receive the face 


value of this policy in about 21 years, 
based on current dividend scale in use 
since 1915, but of course not guaran- 
teed for future. Should I die any time 
within that time my wife would have 
the full face of the policy and might if 
she wished have it payable in monthly 
instalments throughout the rest of her 
lifetime.” 

This of puts the presentation 
on an investment basis and stresses the 


course 


| good return in old age, as well as pro- 


tection for the family in event of the 
death of the insured. 
* > * 
“This man believes life insurance is 
a die to win proposition. Why not 
hear him out? I would think pretty 


well of the business ability of a man 
who could command an income of $195 
a week. I would be willing to hear his 
opinions of life insurance. After he 








had explained why he was not inter- 
ested and why it was a die to win prop- 
osition 1 am quite sure he would then 
be glad to head my point of view. We 
would be sure to get down to a most 
interesting discussion. Say to him, 
‘Now let us assume that nothing is 
going to happen to vou. I am quite 
frank to you to say that we both will 
probably live and come down to old 
age and probably personally carry 
through all the responsibilities we have 
assumed. But, that is no reason why 
we should eliminate the safety element 
No substantial man is willing to dismiss 
that and I do not think you want to.’ 
Give him an opportunity to realize that 
fact and I am sure he is the type of 
man if you get him on serious ground 
who will discuss it with you.” 
. * 

of life insurance is to 
free to do the things that 


The purpose 
leave a man 


he wants to do, develop his family life, 
assume all the responsibilities that it 
may please him to assume as freely as 
he can. 

* * * 


The real purpose of life insurance is 
to eliminate the necessity of saving for 
purposes of establishing an estate. The 
extent to which men have already sys- 
tematically saved and safely invested re 
duces their need for life insurance. We 
might well recognize that fact 
> * 


Show your man the principle of ex- 
tended insurance There is nothing 
more interesting than that. Nine out ot 
ten policyholders do not realize that 


they have extended insurance in their 
We miss wonderful 
not educating our own poli- 
in the possibilities of their 
Develop needs that already 
present wants 
+ > * 
second case (for 
of a man years 
sons (one engaged) them 
associated with him in This 
man makes his business his hobby It 
was suggested that he be approached 
along the lines of his business. Get his 
credit rating and establish enough in 
surance to guarantee his credit rating 
if he should die. Then talk income for 
the wife 


policies. oppor- 
tunities by 
cvholders 
contracts 


exist into 


Phe 
that 
hive 


was 


had 


diagnosis) 
old, Ww ho 
most of 

business 


oo 


S. “.% 

If the agent knew any of the sons he 
might use the one he was most familiar 
with as a “stalking horse” for the 
father. He might go after the father 
to help insure the son who is going to 


be married. Then he could compare 
the son’s physical ability to get insur- 
ance against the father’s probable 
chances and appeal to his physical 
pride 

oe 


“This case presents a good opportun- 
ity to do some useful selling Never 
lose sight of an opportunity to compli- 
ment a man. I would look at him and 
compliment him on his physique 

“The easiest one to write is the one 
just to be married. Picture the respons 


ibilities of married life, how much it 
means and how fine it is that he has 
been able to rear up such a boy. Pic- 


ture the boy’s prospective children 
Then begin to ring in the doubt of the 
boy developing business-wise like his 
father without the aid of insurance.” 


“IT am strongly in favor of life insur- 


ance. It is a means of gently enforcing 
saving that makes not only for the se 
curity of the family of the moderately 
circumstanced and the poor, but it 
strengthens the self-restraint and pru- 
dential virtues of the men who assume 


the responsibilities of the life insurance 
contract. It has done as much in develop- 


ing the moral tone of men in the busi- 
ness world as any one secular agency 
that I know. I have taken out policies 


for my son just for the purpose of teach- 
ing him prudence and saving for a 
definite purpose.”—Ex-President Wm. H. 
Taft, to the Cleveland Life. 











24 


THE NATIONAL UNDERWRITER 





October 19, 1922 








BUILDING AN AGENCY 
GETTING MEN WHO PRODUCE 


Supervisor of Philadelphia Life Dis- 
cusses Securing at Training 
of New Agents 


PHILADELPHIA, PA., Oct. 17— 
“How to Obtain Agents Who Produce” 
was discussed last week by Supervisor 
R. S. Plummer of the Philadelphia Life 
at a meeting of the Plico Club. Mr. 
Plummer said lists of applicants are ob- 
tained by advertising and by personal 
recommendation of agents, preferably 
by the latter method. He said the com- 
pany must be careful in the selection 
and training of its agents, as the cost 
of breaking in a new man adds not a 
little to overhead expenses. 

“The agent,” he continued, “must be- 
lieve in himself, in his company and 
in what he sells, or he will be a failure. 
We don’t merely want a man who can 
sell insurance—we want one who can 
sell the form of policy best suited to 
the needs of his prospect. ‘Service’ is 
more than a catchword, it’s the acid test 
ot whether or not you are going to build 
up business and hold on to what you 
have built up.” 

According to Mr. Plummer, the com- 
panies are raising their standards and 
attracting a better class of men into 
the insurance business than was the 
case a few years ago. Moreover, these 
men are being better trained. In the old 


days they were more or less obliged to 
shift for themselves, whereas now com- 
pany officials are constantly devising 
new means for keeping in closer touch 
with their agency staffs. 

As time goes on there are more forms 
of insurance to be sold, Mr. Plummer 
pointed out, credit, business, group and 
inheritance and income tax coverage 
being some of the comparatively recent 
developments. The best bid for the 
underwriter at the present time, he said, 
is the fact that it takes a long time to 
build up an estate under ordinary cir- 
cumstances but insurance does the trick 
immediately. Another point Mr. Plum- 
mer emphasized is the advisability for 
those leaving bequests to charity to do 
so by means of insurance, spreading out 
the gift over a period of years instead 
of giving a lump sum, particularly when 
the beneficiary is unlikely to invest 
money wisely. 


Modern Life Celebrates Anniversary 


The Modern Life of St. Paul, of 
which former Governor J. A. A. Burn- 
quist is president, celebrated its first 
year of existence by a banquet the past 
week. The 36 agents of the company 
were addressed and enthused by Mr. 
Burnquist and Kay Todd, attorney for 
the company. 

The Modern Life is specializing in 
20-pay contracts at $5,006 each. It now 
has in force $2,790,500 in Minnesota, As 
soon as 2,000 contracts are written, it is 
planned to increase the $100,000 capital 
to $200,000 and the surplus from $25,- 
000 to $75,000. The company will then 
enter additional states and write a gen- 
eral line of policies. 








Continental’s Big Goal 


The Continental Life of St. Louis has 


|} set a goal of $30,000,000 in new busi- 

ness for 1923, and President Melson 
expressed the belief that the mark 
would be attained. The company is 
now increasing outstanding insurance 
| at the rate of $1,200,000 a month. Since 
the present management took charge 
two years ago the mortality percentage 
has dropped from 85.2 to 71.8 in 1921 
and to about 60 percent the present 
year. The average of new policies has 
increased from $1,700 to $3,200 and the 
average yearly premium on new busi- 
ness trom $50 to $111. President Mel- 
son is hopeful of making an even better 
showing in the next fiscal year. 


Connecticut Mutual Dividends 


It is understood that the Connecticut 
Mutual will increase its dividends Jan. 
1 about 30 percent. It stated that 
its dividends on term policies will be 
increased even more. The Connecticut 
Mutual has not made any increase in 
dividends since it made the reduction 
following the influenza epidemic. The 
company has now reached the position 
where it feels it can restore its original 
scale and in some cases go it a little 
better. No official announcement has 
been made but the general agents seem 
to be confident that the good news will 
soon be forthcoming. 


R. J. Whalen, manager of the Mutual 
Life of New York at Minneapolis, Minn., 
has been enjoying his annual vacation 
by a trip to his old home in Illinois. He 
also visited Chicago and Milwaukee dur- 
ing his trip. 








Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 
Safe Investments 


THE 
LIFE 


Milwaukee 


45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 


insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 

No Brokerage 


NORTHWESTERN MUTUAL 
INSURANCE 





COMPANY 


No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


Wisconsin 

















Finger Prints for Policies | 


a] 








Capt. Grant Williams, retired, of the 
New York police department, in ad- 
dressing the Aetna Life Men's Club in 
Hartford on “New York, the Port of 
Missing Persons,” stressed the impor- 
tance of finger prints in connection with 
the life insurance business. The cap- 
tain urged that a finger print be placed 
on every life policy as a means of avoid- 
ing the payment of insurance to false 
persons, or those not properly identi- 
fied. He indicated one case where a 
$2,000 payment was made to a widow 
who identified a dead man as having 
been her husband. The money was paid 
and three months later had to be re- 
funded when her husband was found in 
another part of the country living. The 
resemblance had been unusually close, 
but a finger print would have saved the 
$500 which the company was unable to 
recover, 


Social Club Dinner 
The social club of the New York Life 


will hold its annual dinner and enter- 
tainment at the Waldorf-Astoria next 
Monday night. The guests will include 
President D. P. Kingsley, Vice-presi- 
dent John C. McCall and Secretary Sey- 


mour M. Bolland. 
Life Notes 
Charles H. Egeler, Lansing, Mich., 


representative of the New York Life, has 
just returned from an extended trip to 
the northwest, having attended a meet- 
ing of the company agents held at 
Banff, Can. 

On account of poor health, Mrs. Nellie 


M. Berkeley has resigned as secretary 
of the home office agency of the Pacific 
Mutual Life, after a period of service 


with that agency extending over a dec- 
ade 

Winslow Russell, vice-president and 
general manager of the Phoenix Mutual 
Life addressed the employees of Sage, 
Allen & Company, a large department 
store jn Hartford. Mr. Russell's address 
was upon “Salesmanship.” 


A. M. Hopkins, manager of agencies 
of the Philadelphia Life, has just re- 
turned from a vacation of about two 


weeks which he spent in motor trips 
with his wife and daughter in his new 
car, to the shore, to the mountains and 
through the state of Virginia. 





@ We write only one 
Agency contract 
for all agents. It 


is described in a 


little booklet 
which you may 
have for the 


asking. 





Home Office, Madison, Wis. 











THOMAS J. OWENS, President 


Capital, $200,000 


build a real life insurance company. 





All of the stock is held by a few substantial business men 
of Indiana who believe in the ability of the management to 


old-fashioned general 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO. inoranapotis 


NO ORGANIZATION EXPENSE 


We offer agents experienced management, superior policy contracts, 
choice territory. progressive field and home office methods and an 
agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency— 


Tell us where you want to work 


Managed by men experienced and familiar with all de- 
partments of life insurance work. 


CLAUDE T. TUCK, Secretary 
Occidental Building 


Surplus, $100,000 








FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. st year 
we distributed 47,604 direct leads—all in- 
terested prospects who had _ requested 
information. In 1921 this service, and 
Fidelity’s original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,00.000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 











Walter LeMar Talbot, President 
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New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be a to be per 

Waiver of premium, of course, together with full annual dividends end a full a 
increase in cash surrender value 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


A 




















J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 





TO THE RIGHT MAN 


We will offer a direct contract, providing splendid 
first year commissions, very liberal renewals, and an 
exceptionally favorable arrangement for financing a 
General Agency at the following points: 

Grand Rapids, Michigan 

Chattanooga, Tennessee 

Kansas City, Missouri 

Columbus, Ohio 

Topeka, Kansas 

Des Moines, Iowa 

Sioux City, lowa 

Rockford, Illinois 


Your Correspondence Will Be Treated in Strict Confidence 


Address 


©. J]. Lacy, Second Vice-President in Charge of Agencies 


of 


The Minnesota Mutual Life 


INSURANCE COMPANY 
St. Paul 

















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 


Great Republic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered to Field Men 
of High Character and Ability. A few General Agency openings 
now available. For full information write to nearest address 
shown below: 
E. L. BLACK, State Manager, 
Wheatley, Arkansas. 


J. R. RAILEY, Manager. 
Southwestern Department, 
#1 Dallas County State Bank Bldg 
Dallas, Texas. 


H. S. BRIDGEWATER, Manager, 
Central Department, 
1951-S2 Railway Exchange Bidg., 
Saint Louis, Mo. 


W. H. SAVAGE, Vice-President and Agency Director 

















HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 











SAINT PAUL MINNESOTA 


Do vou want to locate in the Northwest? Wecan offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
Write Us 


A. M. MIKKELSON, nda J. IVAN RHEA, Supt. of Agents 
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MUTUAL TRUST LIFE INSURANCE COMPANY 


EDWIN A. OLSON, PRESIDENT 





Insurance in Force $75,000,000 


and P ROFESSIONAL Man's Policy. 
and Double Indemnity Provisions. 





Assets $7,512,613.17 


Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. 
A Special Farm Mortgage Policy—Monthly Income .—Child’s Endowments. 


Surplus $635,128.94 


A special low premium BUSINESS 
Disability Income 


THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 


For Agency Openings Address: 


GILBERT KNUDTSON. Vice President 


Home Office, 30 N. La Salle St. Chicago, III. 
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Each One of These is a Real Help 


The National Underwriter, exclusively life 
ecition, weekly, devoted to life insurance news, 
Statistics, education and salesmanship. 

Per year — 


The Insurance Salesman-Life Insurance In- 
dependent, monthly, combi atio) of the Insur- 
ance Salesman and Life Insurance I depe :d- 
ent, largest circulation of a y insurance jour- 
nal in the world, exclusively for life insurance 
solicitors. Per oi ococencae 

Issues extra All-Star Convention Number 
each year, free to subscribers 


The Unique Manual-Digest, combination of 
the Unique Manual and Policyholders’ Digest, 
standard authority for all companies on annual 
statements, policy contracts, premium rates, 
surrender values, dividends, net costs, and 
general information 1300 pages Convenient 
pocket size. Issued ually May 1. 

Per copy ieinniebabidnadaenn 


The Little Gem Life Chart, vest pocket edi- 
tion, covering in condensed form policies, pre- 
miums, cash values, dividends and net costs 
of 100 leading companies. Original and oldest 
vest pocket book. Per copy vee $2.00 


The Diamond Life Bulletins, statistical and 
salesmanship sections. A_ loose-leaf, mimeo- 
graphed, monthly service, with accumulated 
material, the most complete and satisfactory 
service yet developed covering specialized in- 
formation as to the companies, their policies, 
premiums, values, dividends, etc., in the sta- 
tistical section; and salesma ship plans now 
in successful use by the largest producers, for 
all forms of life insurance, including corpora- 
tions, group, monthly income, inheritance tax, 
etc. 

Write for returns. 


The Salesman’s Personal Bookkeeping Sys- 
tem: Nash's Combined Register and Account 
Book. Shows when notes come due, amount 
of premium, date of application, records of 
commission, personal business, etc. 
by thousands of agents. Price 


Loose-Leaf Application and Renewal Reg- 
ister; ten-year record of renewal premiums and 
commissions by months; durable, compact and 
good-looking. Register complete with binder, 
alphabetical index and sheets. With 25 sheets, 
$2.45; with monthly guides, $335; 50 sheets, 
$3.00; with monthly guides, $3.90. 100 sheets, 
$3.85; with monthly guides, $4.75. Complete 
register sent on approval. Mention number 
of sheets, with or without monthly guides, in 
order. 


Policy wallats, compact and convenient 
for policies aid valuable papers which e\ 
policyholder will value. Carried in stock in 
three sty'es at 7Se, $1.00 and $1.25 each; lower 
In quantities, 

“Remembrance Advertising” in leather goods 
—note-books, wallets, bill-folds, purses, key 
rings, desk-calendars, et« Factory prices. 

Alko Record of Insurance, provides a cx 
venient analysis and complete record year by 
year of the policyholder’s insura ice Beauti 
fully bound in genuive leather. Complete 20 

ccord for 26 life policies with cale 
showing just when each 

$1.00 each, $10.00 a 

all lines of insurance). 


$1.25; dozen, $12.58. 


The Gibbons Life Policyholders’ Schedule 
Record. A complete schedule of all life pol 
icies, enumerating companies, policy numbers, 
classifications, premium dates, etc., together 
with an accounting of each policy in record 
ledger form, providing a complete history from 
year to year, giving net costs, and loan val- 
ues, paid-up and cash addition, etc. 100 copies, 
$18.00; 25 copies, $4.50; 12 copies, $2.25; sample, 


Ze. 


The Medical Side of Field Work 

By Dr. Wm. Muhlberg. Gives the agent 
just the information he needs to 
surance salesmanship from the 
It shows the agent how to handle 

” cases Gives a working knowledge 

principles of life insurance medicine, a 

branch of field work which many agents have 
neglected. New edition just out, price $1.00 


LIFE PROSPECT CARD AND CARD 
CABINETS 


Systematic Salesmanship Outfit, an agent's 
prospect card system for street and office use 
comprises one leather prospect card case; 200 
prospect cards; one set each of monthly, daily, 
alphabetical and blank card index guides and 
one oak card index file. The most satisfactory 
prospect system on the market. Price.... 


e Chummy Vest Pocket Life Prospects 
Record. The new idea in vest pocket records 
Simply a life insurance prospect card, 3%4x4 
inches (instead of the usual 3x5 inches) printed 
on heavy ledger paper (instead of usual index 
bristol and only half as thick, notched at one 

that an ordinary rubber band holds 

as a ring binder) with a tough 

paper cove also solid oak desk card tray 
complete with all necessary guides, ho'ding 600 
cards; outfit complete with 200 cards, delivered, 


$3.00 








STANDARD BOOKS ON 
SALESMANSHIP 


Carl Slough’s Life Insurance Salsemanship 

and Ginger Talks, now publsihed by the Na 

tional Underwriter Company The largest 

l n (27,000) ever enjoyed by a life in 
salesmanship book 


A new took on inheritance tax insurance, 
with tables of both state and federal taxes, 
brought down to date. Information which in 
other forms is costing from $10 to $75. Gives 
sales arguments, review of inheritance taxa 
tion, study of laws and rulings. Price $1.50 


__Jackson’s Easy Lessons in Life Insurance. 
The summing up of a lifetime's experience it 
presenting the subject of life iisurance by one 
of the great instructors of agents, J. A. Tack 
son. Simple, concise treatment from agents 
Standpoint; not actuarial. not theoretical A 
Standard textbook. Price $1.50 


Anderson’s Classified Selling Points, contain 
ing the most effective short arguments 
answers to objections, all classified under 
various objections; not one, but many pat 
answers for each objection. 10,000 already sold 
New and enlarged edition. Price.... ". $1.00 


How to Solicit, by J. B. Duryea. One of the 
most valuable and concise books on up-to-date 
salesmanship methods by one of the successful 
general agents of the Pacifis Coast. First edi 
tion completely exhausted; revised and en 


larged edition just issued Price 


Schneider’s Twenty-four Lessons in Sell- 
ing Life surance. Results pf a whole 
lifetime of experience writing business among 
the rank and file in a small city. Especially 
suitable for discussion in agency meetings 
Adapted to both industrial and ordinary 
agents. Price 


Selling the Farmer. A _ powerful series of 
seven four-page leaflets, illustrated, talking to 
the farmer in his own language Each one 
is a closer. Send 25 cents for a sample set 
and price list 


Printed Selling Helps—Leafiets, Pamphlets, 
and printed forms to be used in the interview 
visualizing the life insurance argument, such 
as the Eames Demonstrators, and the Birch 
Attention-Getter. Write for complete list 


In addition to the above we publish many leaflets and books on life insurancc 


and can furnish promptly the publications of all other publishers. 


We havea 


complete printing office and bindery especially equipped to do insurance work 
and get out attractive advertising literature. 








The National Underwriter Co. 


CHICAGO 
175 W. Jackson 


NEW YORK 
80 Maiden Lane 


CINCINNATI 


420 East Fourth St. 





